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IT VENTS DIRECTLY The Safest Regulator You Can Buy! 
THROUGH THE SPRING HOUSING 






















... and the best performing 


NEW ROCKWELL ‘'143”’ 
Service Regulator 








with full capacity internal relief | 











The Rockwell “143” is constructed to vent the 
full capacity of the line. 

On outside installations the extremely large 
vent area precludes freeze ups. And the 360 degree 
swivel construction permits such installations to 
vent downward. 

On inside installations the vent piping runs 
directly from the spring housing. This feature 
makes the Rockwell “143” completely tamper- 
proof once installed. | 








Better performance in this design results from 
a more effective boosting principle . . . a larger 
diaphragm and a long, flexible loading spring. 
Write for literature. 


ROCKWELL manuracturinc company 


PITTSBURGH 8, PA. Atlanta Boston Charlotte Chicago 


Dallas Denver Houston Los Angeles Midland, Tex. 
New Orleans New York N. Kansas City Philadelphia 
Pittsburgh San Francisco Seattle Shreveport Tulsa 


In Canada: Rockwell Manufacturing Company of Canada, Ltd., 
Toronto, Ontario 








= 
You can swivel it to vent downwards Be sure and see Playhouse 90, A. G.A. sponsored TV | 
| program..... Check your local paper for time and station. 





















Here’s how Mr. R. A. Coonrod part owner of the 
C & G Digging Co. describes a recently completed 
ditching job over 18 miles of mountainous country 
in Alabama: “They had big equipment on the job 
when we were called in, but when we put the 
Sherman to work, they parked the heavy machine. 
No matter how rough the terrain—when we put 
the Sherman to work it gets the job done!” 

“The Sherman’s maneuverability is the best of 
the machines many outstanding features,” con- 
tinued Mr. Coonrod. ‘We can do most anything 
anywhere with it. We can go around corners, over 
and under pipe...anything. I’ve yet to get called 
for a job that the Sherman could not do. I’m selling 
a $26,000 machine of ours because my Shermans 
are so much more profitable to operate.” 

A Sherman Power Digger may be able to solve 
some of your digging problems, too. Arrange now 
to see it in action at your local Ford Tractor 
dealers or write for Bulletin No. 3152. 


Shewnan 


PRODUCTS, INC. 


ROYAL OAK MICHIGAN 
QOWER DIGGERS” + FRONT END LOADERS © FORK LIFTS 


Sina: Asee® 


*Designed, Engineered and Manufactured jointly by Sherman Products, Inc., 
Royal Oak, Michigan. Wain-Roy Corporation, Hubbardston, Mass 
©) Sherman Products, Inc 














broken 


mains 


One man= 5 to 15 minutes 


In the SKINNER’S”AL SPLIT COUP- 
LING CLAMP, gasket is SEALED at 
break by Brass Band; at top where 
compression rings intermesh, by 
Monel Metal Band. Insures against 


recurrence of trouble by introducing 
a degree of flexibility in the line. 
Each clamp tests to 800 pounds line 
pressure. Sizes 2”-24” inclusive. Be 
prepared — order your supply today. 


WRITE FOR CATALOG! 
M. B. SKINNER CO., SOUTH BEND 21, INDIANA 


SKINNER-SGEALT, — Spit courting ciamp 
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the Cleveland 92 “Baby Digger” 
digs more trench 
...in more places 
... at less cost 


THAT TREE LAWN is really narrow 
but the compact maneuverable 92 
is doing a neat job of digging from 
driveway to driveway. The operator 
sets in and lifts out the digging wheel 
with speed and safety because the 92 
gives him full job visibility and fast 
accurate boom hoist control. Synchro- 
nized wheel and conveyor speeds 
permit precision placement of spoil. 
No damage to curb, sidewalk or 
driveways either, thanks to the 92’s 
perfect balance on long, smooth, 
non-clog crawlers—a real public 
relations asset. 


* Only 54” wide over crawlers 
* Digs 10” to 20” wide 

* Digs to 5’ deep 

* Power-shift conveyor 

* Reversible discharge 

* Digs all soils 

* Digs in any weather 


* Portable, at legal limit speeds 


THE CLEVELAND TRENCHER CO. 


20100 ST. CLAIR AVENUE 


e CLEVELAND 17, OHIO 
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it fits more jobs... 


In this issue. Our versatile, energetic 
Management and Economics Editor. 
Ernestine Adams, has done it again! 
“What are the utilities doing about 
promoting the sale of water heaters 
and clothes dryers?” we asked. Her an- 
swer—after an extensive and intensive 
survey study of representative compa- 
nies across the nation—is that they are 
going out after a big share of a HALF- 
BILLION DOLLAR MARKET with 
gusto. And, they are finding that a lit- 
tle bit of promotion is going a long 
way to build up the vital, 365-days-a- 
year “home laundry” gas load. Her in- 
triguing report begins on page 1! 
this issue. 


What's the busiest telephone num- 
ber in New York City? It may well be 
HYacinth 5-1000, which customers of 
Brooklyn Union Gas Company dial 
whenever they need service of any 
kind. Details on page 20. 

Speaking of emergencies, Bob Suttle. 
Southern Gas Association managing 
director, explains the SGA’s Emer- 
gency Assistance Plan and how it helps 
SGA member companies on page 19 


Coming Up. The gas utility industry 
in New England has been around a 
long time . . . but it isn’t “stodgy” by 
any means. The introduction of nat- 
ural gas has opened innumerable new 
vistas for growth, and “progress” is the 
by-word to utility planning in that 
area. Next month AGJ “takes a look” 
at what’s happening in the gas utility 
industry in New England. 

... The Editors 





Are You a 
PASS-ALONG 
Reader? 

Do you have to wait for your “turn” 
to read American Gas Journal each 
month? Tired of having AGJ snatched 
from your desk before you finished 
that article? Wish you had a copy otf 
your own so you could find those help- 
ful articles for future reference? 


YOU can eliminate those problems! 
Use the handy business reply order 
form enclosed in this issue. (If it has 
already been used by some one else. 
just Send your name, title, compan) 
name, and address, with a check for 
$3.00 to: 


American Gas Journal 
P.O. Box 1589 
Dallas 21, Texas 


Your subscription begins immediate! y! 
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Editorial Index Available 


The Index to Volume 183 (January-December, 1956, inclusive) 
of American Gas Journal is now available. Subscribers desiring 
a copy of this index may obtain one by writing on their company 
letterhead to Circulation Director, American Gas Journal, P. O. 
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El Paso Natural Gas Company has received FPC 
approval on a plan to deliver an additional 150,- 
000,000 cu ft of natural gas daily to California whole- 
sale customers. Involved are some 290 miles of 
pipeline and 56,950-hp compressor capacity in Texas, 
New Mexico, and Arizona. PG&E will get 75,000,000 
cu ft of the gas and the other 75,000,000 will go 
jointly to Southern California Gas Company and 
Southern Counties Gas Company of California. 


Approval of a Texas-to-Florida natural gas pipeline 
has been made by the FPC, subject to several substan- 
tial conditions. The $150,000,000 project, proposed 
by Coastal Transmission Corporation and Houston 
Texas Gas & Oil Corporation, was given tentative 
approval provided: (1) The two firms file financing 
plans subject to FPC prior approval; and (2) file new 
tariffs that would in effect boost the price of gas to 
two Florida electric power companies that plan to 
use 60 percent of the initial pipeline capacity. Prin- 
cipal objections to the new pipeline were that the two 
electric utilities would buy three-fifths of the line’s 
250,000,000 cu ft per day capacity at an unreason- 
able price (competitive with fuel oil) and that the 
project would ultimately cause price increases of gas 
to consumers in other parts of the country. 


The nation’s gas industry rates hich with investors, 
according to William B. Tippy, president of Common- 
wealth Services, Inc., and should be able to maintain 
enough competitive margin to continue its leading 
position in the nation’s growing economy. Tippy told 
a meeting of New York Society of Security Analysts 
that the securities markets are putting a higher price 
on gas common stocks than on securities such as the 
major telephone utility. Furthermore, the gas industry 
is being favorably evaluated on the same basis as 
electric utilities. 


Portable electric broilers, including rotisseries. 
have been selling like pancakes ...so to speak, and 
one major appliance manufacturer is meeting the 
challenge by adding rotisseries to its line of free- 
standing ranges and built-in ovens. The unit prepares 
meats far better than the electric units, yet adds only 
$21.75 to the retail price of the range. 


Present management of Alabama Gas Corporation 
retains control of the southern utility after a long fight 
for control with a group of Birmingham investment 
bankers who planned to take over the company and 
sell local distribution systems in some of the 47 towns 
served, to the local municipalities. Final count in a 
proxy battle gave 466,573 shares for management and 
358,133 to a group headed by Hugh Morrow, Jr.. 
and Lewis Odess. Alabama Gas has about 210,000 
customers. 


Colorado Interstate Gas Company has filed a 
$3,136,674 annual rate increase with the FPC to 
cover costs of new facilities built recently in the 
Rocky Mountain region and increases in cost of nat- 
ural gas purchased by the firm. The proposed rate 
would not affect consumers until July 1, 1957. 


Washington Gas Light Company in 1956 estab- 
lished a new record for gas sales, highest in its 108- 
year history. Sales were up 12 percent over 1955, and 
customers increased 15,000 to a record total of 438.- 
000. In a 10-year period, sales have tripled, reports 
Everett J. Boothby, company president, and in the 
last five years, more than $54,000,000 has been spent 
for facilities and equipment to meet the demand for 
gas service. 


Industrial construction in the U.S. will continue at 
its present high level, according to the nation’s lead- 
ing engineers and builders of industrial plant facilities. 
The National Constructors Association sees substan- 
tial activity ahead for steel, chemicals, petroleum, and 
power, and other heavy industry. 


Large natural gas reserves in France, near Lacq, in 
southwestern France, have been discovered and 
French officials are studying plans to supply other 
parts of the country. The reserves, about 13.125 tril- 
lion cu ft, would provide a daily production of 353,- 
000,000 cu ft by 1961. First gas line to be laid would 
be from Lacg to the industrial and shipbuilding region 
of Nantes on the Atlantic Coast 250 miles to the north. 
One of the first industries to be installed at Lacq will 
be a sulfur extraction plant, taking sulfur from the gas 
in quantities large enough to make France self-suffici- 
ent in the vital raw material. France presently imports 
most of the sulfur it needs. 


Construction of a 52-mile line between Albany and 
Kingston, New York, to give Central Hudson Gas & 
Electric Corporation a second supplier of natural gas 
is underway. CHG&E was authorized in 1955 by the 
FPC to buy gas from Tennessee Gas Transmission 
Company near Albany. The FPC order was appealed 
by Home Gas Company, then the sole supplier to 
CHG&E, and finally reached the U. S. Supreme Court, 
which denied review of a lower court affirmation of 
the FPC order. The 52-mile, 10-in. line will be ready 
by fall of 1957. 


Minimum prices on gas at the wellhead, fixed by 
the Kansas Corporation Commission, have been up- 
held by the Kansas Supreme Court, affirming the 
KCC’s right to fix such rates. Cities Service Gas Com- 
pany, which had appealed the 11 cent per 1000 cu ft 
minimum to the state tribunal, will ask for a rehear- 
ing, and if this move is not successful, will probably 
go to the U. S. Supreme Court. Cities Service chal- 
lenged the minimum price on the basis that the KCC 
order invaded the field of interstate commerce over 
which it had no jurisdiction. 


In Mississippi, the state PSC’s new rules of practice 
and procedure for regulation of utilities in the state 
went into effect on January 1, covering natural gas. 
water, telephone, and electric companies. The PSC 
has been working with the various utilities to achieve 
the best possible set of working rules, commission 
chairman R. L. Phillips declares. 


Sale of the Fredericksburg, Virginia, municipally- 
owned manufactured gas system to a private company 
has been agreed upon,by city fathers. The newly 
formed company, Natural Gas Service Company. 
headed by two Washington, D. C., engineers, Ray 
Ransome and Ray C. Burrus, hopes to pipe in natural 
gas from a connection with Transcontinental Gas 
Pipe Line some 25 miles west of the city by the fall of 
1957. The transfer of property is contingent upon 
FPC approval of transfer of the municipality natural 
gas allotment to the new privately-owned company 
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No-Blio’° Steel Valve. For high ) 
pressure service lines. Machined from ne 
steel forging. Available with threaded or Hy! 
welding inlets and outlets. “O” rings | 





around stem and in cap prevent leakage 
Sizes %”.1”. 1%. 1%’and 2”, tothe outside. Metal to metal line contact 
Pressures to 1200 p.s.i of stem and seat assures gas-tight shut- 
off. The No-Blo Steel Valve can be com- | 
pletely reconditioned under full line | 
pressure without escape of gas by using 
the Mueller E-4 Drilling Machine and 
gate valve. Easily operated from above 
ground through curb box. 


POSITIVE CONTROL at the curb 
\ Se 


Inverted key curb stop 


































Positive shut-offs are assured with precision 
ground key which is individually lapped into 
the stop body. This assures pressure tight- 
ness at the port and prevents leakage 
through the stop when closed. Key is firmly 
seated with spring pressure and line pres- 
sure. ‘O" ring seals at top and bottom of key 
prevent leakage to outside. Light down pres 
sure on shut-off rod unseats key for easy 
turning. A wide selection of inlets and outlets 
will easily adapt it to any type of service line. 














Contact your Mueller Repre- 





sentative or write direct 





for complete information. Sizes %" through 2” 


Pressures to 125 p.s.i. 





MUELLER Co./) DECATUR, ILL. | 


Factories at: Decatur, Chattanooga, 
Los Angeles; In Canada: Mueller 
Limited, Sarnia, Ontario 
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Here’s how it’s done on 3” and 4” lines 
with the Mueller No.2 Line Stopper Unit: 
STEP 1 Install Fitting. Install either welding 


fitting or mechanical joint fitting to 
thoroughly cleaned pipe. Pressure test. 


Alignment. Attach gate valve to flange 
Open valve. Attach plug alignment tool to cc 
plug. Insert plug—check alignment and bolt dow 
valve. Remove stopping machine and complet 








e without blowing of gas! 


Those line sections that need repair or replacing can be stopped off without interruption 
of service with Mueller Line Stopper Units. Mueller Save-A-Valve Drilling Nipples may 


be used to quickly install an independent by-pass around the stop-off to carry full line 





———  —a 


flow, or you may use the built-in by-pass in the stopper units to carry a reduced flow. 
The entire stopping-off operation is accomplished under pressure and in complete safety 
with two Mueller Line Stopping Machines and a Mueller Drilling Machine. 

Your Mueller Representative can provide complete information on the simple steps 
involved. Call on him or write direct. 











MUELLER J@ 15:10) Method 








Stop-off 








ge | Complete. Relax and retract stopper. Close valve. 
0 comp ut. Attach Mueller 6 Drilling Machine it fitting and expand it. Pipe w stopped off and can Remove machine. Detach stopper and attach comple- 
sIt d thr ‘i e Retract cutter e pate be tion plug. Replace machine. Open valve. Insert plug 
iple Remov par Test. Remove machine and valve. Secure cap 











MUELLER CO. 








4-17266 Mechanical Joint Line Stop 
Fitting... for 3” and 4” cast iron pi 
H-17265 for steel pipe.) Completi 
plug has “O” ring seal and equal 
valve. Working pressures to 175 


Factories at: Decatur, Chattanooga, Los Angeles; 





Mm, '9 Canada Mueller, Limited. Sarnia, Ontario 

































Hourly pressure information is transmitted from Northern Natural Gas Company compressor and fiel 
dispatch station to chief dispatcher’s office in Omaha, Nebraska, by Bell System private line telephor 


How they protect 800,000 homes 


from a sudden temperature drop 


There’s a sudden drop of temperature in the Then, through contact with 35 compressor sta- 
Dakotas—and dispatchers of the Northern Natural tions by telephone, dispatchers at Omaha _ head- 
Gas Company swing into action—to assure normal quarters direct the additional gas thus gained to the 
gas pressures for local distributing companies serv- _ desired localities. A potential emergency is handl 
ing 800,000 domestic users through 10,000 miles of in stride, thanks to modern communications. 
pipeline all the way from New Mexico to Minnesota! 


Dispatchers, using Bell System private line The Bell System welcomes the opportunity to help you 
telephone facilities, arrange to have certain iarge obtain the most reliable and economical communications 


industrial users switch temporarily to other fuels facilities. Call your Bell System representative. 


AB BELL TELEPHONE SYSTEM 


PRIVATE LINE TELEPHONE * PRIVATE LINE TELETYPEWRITER 


CHANNELS FOR: DATA TRANSMISSION TELEMETERING * REMOTE CONTROL TELEPHOTOGRAPH CLOSED CIRCUIT ‘VY 


ia AMERICAN GAS JOURNAL, February, 1957 











¥ 

. 
wé 
. 

e 


a 


PICTORIAL 
PAGE 


NEWS-VIEWS OF THE GAS UTILITY INDUSTRY 





Torch lighting ceremonies marked the inaugural of natural gas service Construction crews lower-in section of new 16-in 
by lowa Public Service Company to Independence, lowa. Citizens of Kirkwood area of St 
the community had been using manufactured gas — five different types nsure adequate 
in all over the 82 year span — since 1874. On hand for the ceremonie: 

were, left to right, Del Wilcox, chamber of commerce president; Alva 

Norton, mayor pro tem; E. M. Raun, vice president and general manager 

lowa Public Service; Merl Parr, vice president and eastern manager, IPS 

Kenneth Williams and Bill Lynch, both of the Independence IPS office 


feeder main in the 
Louis for Laclede Gas Company. New line will help 
pressure in the fast-growing Kirkwood area 


Leo Nelson, Kansas-Nebraska Natural Gas Company executive, left, is 
welcomed to his new office as 1957 president of the Nebraska Blue Flame 
Gas Association by outgoing president H. R. ‘Hank’ Slocum. district 
manager of Central Electric and Gas Company, Columbus, Nebraska 
Nelson is vice president for distribution and sales of his company with 
heodquarters at Hastings, Nebraska. Other new officers of the Associa 
tion include H. V. ‘Bill’ Bell, Metropolitan Utilities District, Omaha, first 
vice president; Carl Olson, CE&G, Lincoln, second vice president; W. L 
Larry'’ Shoemaker, Northern Natural Gas, Omaha, third vice president 
and Herb Nelson, Northwestern Public Service, Grand Island, secretary 
treasurer 








Worcester Gas Light Company distribution superintend 
ent John Lutz, left, directs the final tie-in completing a 
25-mile gas main belt on the perimeter of the city of Wor 
cester, Massachusetts, one of the first such high-pressure 
circumferential utility systems in the nation. First work on 
the 8 and 10-in. system began in 1927 and was just re 
cently completed. The belt line has valves every 2500 ft 
for sectionalizing 








INSULOK 


End Nut 


ADAPTER _2=——-<& 


Retainer Cup 


seals gastight, 2 Ry r= cag 


res l sts p U | | = Oo U ft, a ~ eg erg 


blocks current flow! 


Fiber Lock Ring 








Adapter Body 


Since its introduction, the Dresser Style 90 Insulok* 
Adapter has become accepted throughout the gas 
industry for setting meters and regulators—inside 
the basement and out! 

Installation is fast. foolproof, trouble-free. Positive 
sealing is maintained by the rubber gasket built in. 
To meet the unusual strains of basement hookups. 
the fitting design provides extra safety and resistance 
to pull-out. Rigidity for good meter settings is as- 
sured. Damaging currents between main and house 
ire blocked effectively. 


Insulok fittings are available for a variety of appli- 





cations. in 34”. 1”. and 114” sizes. in both male and 
female types. Wrench-installed like all other Dresser 
products, they go on quickly and easily, provide swift 
entrance into lines for servicing of meters and regu- 
lators, assure leakproof performance for life. Your 


Dresser Sales Engineer will give you full details. 


*Insulok is a registered trade-mark. 


DRESSER. Op Hi) ror ru as usr 


anes” inow 


Dresser Manufacturing Division, 59 Fisher Ave., Bradford, Pa. Warehouses: 1121 Rothwell St., Houston; 101 S. Airport Bivd., 
S. San Francisco. Sales Offices also in: New York, Philadelphia, Chicago, Atlanta, Denver. In Canada: Toronto, Calgary. 
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Gas Water Heaters and Clothes Dryers 


Sales Go UP UP U 





A HALF-BILLION DOLLARS — that is what consumers will pay 
for gas laundry equipment in 1957 ...If you want your area 










Dip you know total sales of gas laundry equipment will 
probably reach a half-billion-dollar market in 1957? 

More than half of this total will be spent for gas wate! 
heaters — about the steadiest selling gas appliance there is 

Linked with sturdy Mr. Water Heater in gas laundry pro- 
motions is Miss Cinderella herself — gas clothes dryers 

What a pair of business makers these two are! 

Gas clothes dryers have emerged from obscurity to become 
the housewives’ hit. Nearly every utility that did any promo 
tion enjoyed a nice jump in gas dryer sales. Ohio Fuel Gas 
Company has had four annual promotions during November! 
ind December and these figures show the growing response 


1953 Promotion 1750 gas dryers sold 
1954 Promotion 2910 gas dryers sold 
1955 Promotion 4000 gas dryers sold 
1956 More than 5000 gas dryers sold 


Final figures are not in on the 1956 campaign 

\ revealing fact in the Houston Natural Gas territory is 
that dryer sales during 1956 doubled those of 1955 while 
ishers went down slightly. In 1955 the utility financed four 
ishers for each dryer; in 1956 the figure was two to one 
[he graph of dryer sales from South Jersey Gas Company 
a vivid picture of spectacular increases by the Atlantic 
City area dealers. 

Oklahoma Natural Gas Company, Tulsa, reports that in its 
lerritory suppliers who handle both gas and electric dryers 
uy they are selling four gas dryers to one electric 

Roy B. Munroe, assistant to the vice president, Peoples Gas 
| ght & Coke, reported that surveys of dealer activities show 


s Adams is Management Editor of American Gas Journa 
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to get its share you'll find the best way to do it right here... 


Ernestine Adams 






there were nine gas dryers sold for each electric dryer in the 
city of Chicago and “we are interested in keeping this ratio 
or improving it.” Munroe adds that gas dryer sales by dealers 
increased from approximately 23,000 in 1955 to nearly 
30,000 in 1956. 


Information from American Home Laundry Manufactur- 
ers Association indicates that dryer sales depend strongly on 
promotion. Overall sales reported by the Association show 
gas dryer sales up 20 percent in 1956 over 1955, but virtually 
all those who reported promotions had much higher increases 
Gas dryers are the only gas appliance included by the Laun- 
dry Association. 

Water heater sales have been on a pretty steady level in the 
last two years. But you'll notice a promotion of gas wate! 
heaters invariably passes the quota, which is usually the num- 
ber sold in the previous sale. J. J. Sheehan, vice president of 
sales, Piedmont Natural Gas, reports a higher increase in 
water heaters ‘than in other gas equipment in its overall 
promotion. 

So the utilities that push sales, as usual, are the ones whose 
territories have more appliances to use the gas they sell. 

Successful promotions have been built around water heat- 
ers or dryers. Gas laundry campaigns are fairly new but have 
also been good. Mystic Valley Gas Company, Malden, Mas- 
sachusetts, found its first one went over fine and expects to 
repeat it next fall. 

Here are some of the high points of campaigns that sold 
vas water heaters or clothes dryers or a combination of gas 
appliances. They may. be just what you need to stir success 
into your next promotion. 


1] 
























Gas water heater and clothes dryer campaigns from al 


Theme 


& Date 


Company 
and Address 
Bridgeport Gas Ci 


Bridgeport, Conr 


} 


) 


2. Cincinnati Gas & Ele 
Cincinnati, Ohi 


3. East Ohio Gas Ce 
Cleveland, Ohio 


1. Houston Natural Gas 
Houston, Texas 


5. Mystic Valley Gas C 
Malden, Mass 


North Shore Gas C¢ 
Wauke 
Ohio Fuel Gas C« 
Columbus, O! 
. Oklahoma Natura! Gas ¢ 
Tulsa, Okla. 
Pacific Gas & Elec 
San Francisco, Calif 
a Peoples Gas Lt. & Coke 
Chicago, IIl. 
11. Peoples Gas Lt & Coke 
Chicago, IIl. 


12. Piedmont Natural Gas 
Charlotte, N. ( 

13. Philadelphia Gas Wor 
Philadelphia, Pa 


14. Public Service of Colo 
Denver, Colo 

15. Publie Service E&G 
Newark, N. J 

16. Southern Calif. Gas 


Los Angeles, Calit 
17. Southern Counties Gas 
Los Angeles, Calif 


18. Washington Gas Light 


Washington, D. C 


19. Wisconsin Public Serv 
Green Bay, Wis 


Names and Themes 


Cincinnati Gas & Electric Compa 


largest promotions last Spring 
covered a combination of gas a 
The title “Queen of Leisure’ 
motion ideas 

Said the ady ertising: ~ Leisure 
ping — for reading and servin 
today’s homemakers by today 

The name also inspired som 
provided exciting attractions, 
director of promotion, advert 

For exceptional coordinatio1 
bol, the “Queen of Leisure 
ample of what can be done towa 
tomers with a repeatable theme 

“Bumper Bonus Days” was 
sponsored by Oklahoma Natu 
pany does no merchandising 
paid for each sale. 

Houston Natural Gas Com} 
Jamboree” to spur gas laundry 


Newspaper 
Space 


nad one ol 


this survey 


indry equipment 


‘nt base for pro 


IO! shop 
possible IO! 
appliances 
features tnat 


Hodgetts 


promotion 
the com 


» bonuses 


red a “Quiz 


This was ; 


Other Direct Personal 
Advertising Selling 


No. De: tlers 
Cooperating 


iirect n Floor salesmet 


Domestic and 
] 


salesmen 


by company 


) spots on 22 station Dealer contact staff 


spots on 7 static Home Service Dept. 


Deliver dealer kits personally 
104 door-to-door salesmer 340 apy 
439 pl 
Same as above plus 11 Same 
volume water salesmer 


apt. houses 


14 outside salesmen 

} Supervisors 

Floor salesmen 65 street sales- 
men, 500 dealers 
participated 

) spots, displays, Territory salesmen, door-to- 
nserts door 
O00 pieces direct mall -esidential salesmer 


poster 


Appliance & new construc- 


tion floor salesmen 


none by 


+ 


lity 
ITA 


Approx 
dealer 


Home Service makes 77 dealers 


follow-up 


spectacular traveling show and was a big hit in various com 
munities. People in the audience were given prizes if they 
answered correctly questions about laundering. 

\ cartoon figure, “Myrtle,” was featured in the “Tire 
Liftin’ ’ gas clothes dryer campaign put on by Southern Cali- 
fornia Gas Company and Southern Counties Gas Compan) 
of California, both in Los Angeles. The theme was presented 
simply with few words, letting Myrtle’s pained expression 
lifting wet wash tell the story. “Tired Liftin’ ” theme prove 
its drawing power by the success of the campaign. 

Another promotion of these two California companies w 
the “Verified Long-Life Water Heater Campaign.” The id 
was to stress quality water heaters through plumbers and ot! 
dealer outlets. 

Theme of Pacific Gas & Electric Company’s clothes dr\ 
campaign was “10-Day Free Home Trial.” This told the | 
feature of the campaign in few words — a try-out of dry 
without charge 

A similar name was used by Peoples Gas Light & Cc 
Company, which had a very successful “90-Day Proof- 
Economy Offer” promotion. This required only a $5 dov 
payment for 90 days trial — another title that effectively t« 
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m the story of the campaign’s big feature. Ohio Fuel Gas Campaigns covered by this survey 
1¢ the same type promotion If we apply what has been learned in range promotions, 
‘Rent or Buy” was the title for Bridgeport (Connecticut) experience shows a recognizable benefit from consistent 
rec Gas Company’s gas clothes dryer promotion. It also is brief themes. The stove or range “Round-Up” campaigns, which 
al and self-explanatory ire repeated year after year, have a strong appeal for ' 
an The Round-Up” was a big overall sales program of Pied attention | 
tec mont Natural Gas Company, Charlotte, North Carolina. It Miss Matchless Modern” was found to attract customers 
’ ncluded ranges, water heaters, refrigerators, floor furnaces because of the use of the theme by several neighboring 
ve 1 circulators companies 
* . art rae Ee © ncit Date i 
. \ egy Tanataoein age carried on by W _ Pu ‘a When and Mow Long? 
was ervice Corporation, Green Bay, is aptly named “Fixed Fee a a ; . 
Piping Program.” This is directed to the dealer so he cal . _ — cacenee to make about a campaign is when to 
“ee quote an installed price have and how long it should run The season differs with 
The American Gas Association-Colgate “New Freedon various areas but the length of time depends more on the 


type of campaign 














Gas Laundry Contest” has an appealing sound althoug! 


‘ € as yet no direct report on its effectiveness. It natior lL. W tone. planning and promotion manager, Spring- 
é rec f l C SS tisal On = . ‘ . 
, vide promotion now in progress, running Febru March _ field (Massachusetts) Gas Light Company puts it this way 
’ . ,=4 ° 4 L im! | y i . ! : - 
y | April : é ‘Because of the prolonged winter and wide usage of central 
rom iil ‘ampaign experience a title is not shown to heating equipment to provide hot water, our water heater 
< \« ali = < S L SH VTi ( 
fer be necessary. But we helieve this deduction is based on too Promotion will generally be launched in mid-March and ex 
c . 4 c i LLIA l U< C4 4 1 tA e 
i “am signs. Special promotions on laundr JUuipment tend through the Spring. Our clothes dryer promotion, on 
v < alg Cle l < y ec men c é 
yu Cc Pals pec I july ps ear i eae R a cl ile Ra 
tells yn clothes dryers are fairly recent innovations in many Gas J evtuaed . 
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**Myrtle’> made a good cartoon for ‘Tired Liftin’ ' 


dry clothes any time—any weather! 


with penny-a-load 


GAS DRYER 


can have a GAS Drve 
by next washday 
for as little as 


$5.00 a month 


* theme, which Southern California 


Gas Company and Southern Counties Gas Company of California used successfully 


in dryer campaign. 


the other hand, will generally run as mid-Winter and early 
Fall activities.” 

This explains also why some utilities prefer either dryers 
or water heaters instead of combination laundry promotions 

The first of the year is favored for water heater promo- 
tions and the last part for clothes dryer promotions. 

Laundry campaigns can come any time, it seems. 

Most promotions in our survey ran two months, such as 
that of Public Service Electric and Gas, Newark, New Jersey, 
which sold 1450 automatic gas water heaters in April and 
May. Pacific Gas and Electric’s clothes dryer campaign was 
limited to one month and went over the quota 

The Quiz Jamboree show of Houston Natural Gas had 
one performance each week for five weeks in five towns. The 
successful Oklahoma Natural Gas dryer promotion was six 
weeks. 

Longest campaign was that of Piedmont Natural Gas, 
which included five gas appliances, and ran from September 
1 to December 22, 1956. 

So far a special sale of water heaters or clothes dryers, 
two months appears to be the choice, with laundry or over- 
all campaigns running one or two months longer. 


Advertising 

“What we tried to do... was to hold a promotional um- 
brella over the city of Philadelphia so that suppliers and re- 
tailers could readily identify themselves with PGW’s pro- 
gram,” said John F. Short, advertising and promotion man- 
ager, Philadelphia Gas Works. 

That is a good statement of the objective of the advertis- 
ing campaign, which must get the attention of customers liv- 
ing in a hive of attention compellers. 

Generally, the advertising campaign includes 

1. Newspaper ads. 

. Direct mail and bill stuffers. 
. Radio spot announcements, sometimes with tags for 
local identification. 
TV spot announcements like above. 
Billboards. 
Public transit cards. 
Signs on trucks (utility, dealers, plumbers). 
Displays for dealers (often very elaborate). 
Give-away pamphlets. 


. fe ° 
* lp % « 


See your Gas Appliance Dealer today 


Gi Coury 


Here is one of the cooperative newspaper ads 
used in Ohio Fuel campaign that sold more 
than 5000 dryers in 1956, the fourth year 
for a big sales increase in dryers. 


Some of these will be discussed in detail. Not all are used 
in each promotion. 


Newspaper Advertising 

Cooperative newspaper advertising is worked out in detail 
generally with dealers, manufacturers and the utility support- 
ing the campaign. 

Philadelphia Gas Works ran two 1700-line introductory 
ads on its dryer promotion followed by a number of 600-line 
“reward” ads. These featured specific gas dryer brands in 
proportion to the advertising done by each participating 
supplier. The utility also used small eye-catching ads in the 
dailies with the slogan “When it rains — GAS dries” on days 
when the weather report predicted rainy or inclement 
weather. 

East Ohio Gas Company, Cleveland, conducted its clothes 
dryer promotion in cooperation with 10 manufacturers of gas 
dryers. The manufacturers contributed a minimum amount 
of advertising each week of the campaign in 15 daily news- 
papers in the territory. For this each manufacturer was paid 
a special cooperative advertising allowance and listed in all 
of East Ohio’s own newspaper advertising — a total of 15 
ads ranging from 20 to 80 column inches. 

It is helpful to have a catchy theme or symbol for news- 
paper advertising as Southern California Gas did in its “Tired 
Liftin’ ~ clothes dryer campaign with the “Myrtle” cartoon 
P. R. Shea, general sales manager, said the “Tired Liftin 
theme was carried in the Los Angeles metropolitan news 
papers and in more than 200 dailies and weeklies in the 
territory. 

The “Queen of Leisure” playing card coupon ran daily in 
the Cincinnati Enquirer in connection with a customer cc n- 
test, and it aroused mounting interest in the promotion. (Se 
picture. ) 

Besides running six ads totaling 285 column inches in each 
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f 100 newspapers, Oklahoma Natural Gas also paid 1/3 ot 
ewspaper space and radio-TV time on gas dryer advertising. 
he advertising had to conform to certain requirements, one 
f which was to include the cost of operation of gas dryers 
1/9 of the cost of operating electric dryers.” 


direct Mail and Bill Stuffers 

Direct mail is usually sent out by dealers and, of course. 
ill enclosures go to gas customers of the utilities. 

Southern California offered dealers a “bargain package” 
irect mail program at $39.50 per thousand mailings, using 
oupons to stimulate dealer floor traffic. The coupons offered 
onsumers cash savings on carefully selected premiums (salt 
vaker and pepper mills, chefsaws, candle coffee warmers, 
1ap-on aprons, Hi-Fi long playing records and 1'2-lb pack- 
ge of ALL (detergent). 


Radio and TV 

During the campaign regular institutional advertising by 
adio and TV is devoted to the special promotion. Ohio Fuel 
Gas, Columbus, used 1|'2-minute commercials three times 
weekly on 11 radio stations and the same time on two tele- 
vision stations. 


Display for Dealers 

Considering the fairly recent interest in gas laundry equip- 
ment promotions, dealer kits have well organized campaign 
directions and include striking displays. 

In East Ohio’s gas dryer campaign approximately 700 deal- 

ers received without charge this material: 

1. Three-panel display screen in heavy paper with the 
theme on both sides “Gas dryers cost... less to install 
... Operate . .. maintain.” 

2. Window wall signs, four pieces to set. 

3. Appliance wobblers, five to a set. These were 5'2-in. 
diameter, black background with red or green glow 
letters using same theme on three and “Gas dries for a 
Penny-a-Load” and ‘Gas dries clothes FASTER” on 
the other two. 

4. Easel-backed floor or counter cards (see cut) 22 by 28- 
in. in four colors. 

5. Campaign brochure for each salesman. 


These “point of purchase” materials helped make the cam- 
paign “one of the most successful dryer promotions East 
Ohio has ever conducted,” according to John S. McElwain, 
general sales manager. 

For its Verified Long Life water heater campaign, South- 


OWN A 


DRYER 


LESS THAN 
$0.00 A WEEK 


cosTs AS MUCH TO OPERATE 
TAKES AS LONG TO DRY 


@ Free normal installation @ Costs less than 3c a load 
including outside venting. to operate. 

@ No Money Down. @ Free Gas Company Ser- 
Payments added to vice. 


monthly gas bill. 


bove is one of the newspaper ads in South Jersey Gas campaign for 
hich utility paid 25 percent cooperative allowance when run by dealers. 
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90-day Proof-of-Economy Offer can show you how a... 


Gas Clothes Dryer Operates 
for 5 the Cost of Other Types! 


Prove it to yourself! Try a Gas clothes dryer for only $5 
down-pay no installments for 90 days. See how much less Gas 
dryers cost to use... 1/5 the cost of other fuels. See chart below. 








Componson of operating costs of Gos vers 
other types of clothes dryers 
WHY PAY 5 TIMES MORE ? 
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For just $1.54 a week, you can own a new Gas clothes 
dryer. Take three years to pay on terms you select. 
Attractive prices on all makes during this limited offer. | 


PEOPLESAGAS | 


Coll for complete details today! No obligation! 
Mort Sede co Sou Sede co! 
AVenve 3-1100 ENglewood 4-620! 


WAbesh 2-6000 ~—. —~ ~~. 











Example of the effective advertising campaign of Peoples Gas used to 
promote its 90-Day Proof of Economy offer. For $5 down you could see 
whether the cost was one-fifth the cost of other fuels. 


ern Counties Gas Company of California provided: Colorful 
animated displays, silk banners, counter cards, decals for 
windows and trucks, price tags, and acetate stickers to use on 
water heaters displayed on plumber floors. 


Direct Personal Selling 

This personal selling is really a two-fold problem so far as 
the utility is concerned. Unless the dealer is sold you can't 
sell their salesmen and unless the salesmen are sold you can’t 
sell the public except through your own salesmen. 


Dealers and Dealer Salesmen 

The contact selling to salesmen often begins with kick-ofi 
meetings. For instance, Pacific Gas and Electric, San Fran- 
cisco, held meetings with dealers throughout its service area 
for its dryer promotions. This was followed by company rep- 
resentatives personally delivering the kits to nearly every 
dealer, explaining the campaign, helping with window dis- 
plays and putting up 15 by 40-in. banners. 

Successful dealer contacts by Philadelphia Gas Works re- 
sulted in 358 dealers putting 736 gas dryers on floor display, 
which was almost double the number for electric dryers. All 
used some form of tie-in displays and point of sale material. 

D. O. Burdick, dealer promotion, of Southern Counties, 
advances the idea that the water heater campaign in Los An- 
geles was successful, “particularly in view of the opportunity 
it afforded to convince plumbers of the profitability of at- 
tempting to upgrade every water heater prospect.” 

“Interest of salesmen” made the Bridgeport Gas Company 
dryer promotion successful, according to John C. Huston, 
sales manager. 
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Crowds running as high as 7673 persons a day invaded Cincinnati Gas & Electric lobby 
during the exciting “‘Queen of Leisure’’ campaign. They brought coupons clipped from the 


newspaper and drew another to win a prize. 


Customers 


Floor salesmen — both utility and dealer do a great 
deal of direct selling. Their success depends largely on their 
enthusiasm, their understanding of the equipment, and the 
amount of floor traffic. 

A great deal of study and some ingenious operations go 
into finding the best methods of attracting floor traffic. Much 
of the advertising campaign is aimed at bringing the customer 
within selling range. Some good ideas have been described 
under “Advertising.” 

Another dramatically successful method is the one used 
by Cincinnati Gas and Electric. In its “Queen of Leisure” 
laundry promotion the Cincinnati Enquirer each day carried 
a “card” coupon on which appeared the symbol of the pro- 
motion, a queen with a washer, dryer, or ironer. Readers 
brought one, two, or three card coupons to contest head- 
quarters where they could try to draw another Queen card to 
win one of the 14,000 daily prizes. (See pictures.) This con- 
test set a new record of participation: 51,707 card coupons 
were clipped from the newspaper and brought to the utility 
showroom. Coupons brought in increased from 198 on Feb- 
ruary 8 to 7673 on March 9, an extraordinary climb. 

There is a trend toward residential salesmen who make 
house calls for utility companies. Philadelphia Gas Works 
has 65 salesmen in various districts. Peoples Gas Light & 
Coke, Chicago, has 104 door-to-door salesmen and 11 volume 
water heater salesmen in the apartment house section, who 
helped during the water heater promotion. These follow up 
prospects gathered by card replies or turned in by employees. 


Contests, Prizes, Premiums 

Nothing is more important in a sale than getting the sales- 
men steamed up. The big contests and prizes are usually for 
the salesmen. 

In South Jersey Gas Company’s dryer campaign top prize 
for sales is an all-expense, 7-day cruise to Nassau for two. 
Consolation prize will be a $50 U. S. Savings Bond for the 
next highest total sales in each division. This is in addition to 
bonuses for sales over 10, 20, and 30 units. 

East Ohio had a grand prize of an all-expense trip for four 
persons at the Manoir Richelieu in Quebec or $1000 cash. 
There were also weekly drawings with 40 prizes of $10 each 
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Be a ‘QUEEN OF LEISURE’ 
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Coupons like this were run daily by Cincinnati G & E 
along with rules on how to get one of the 14,000 
daily awards and how to be eligible for the grand 
prize, which was to be ‘‘Queen"’ for a day. 














This entitles you to play the 


Open from 8 A.M 
February 8-March 9 








ADDRESS 





and $10 cash awards made by a “Mystery Shopper” when 
the salesman gave a required sales presentation on gas dryers. 

Grand prize for Southern California’s dryer campaign was 
a trip to Europe (via TWA) for two with factory delivery 
in Germany of a Volkswagon plus $500 cash for an automo- 
bile tour awarded by manufacturers participating in the 
campaign. Drawings at 12 local gas company divisions were 
for suits of clothes, sporting goods equipment, and luggage. 

Piedmont divided its salesmen into teams of five and each 
month for four months the winning team got $200 to be 
divided according to sales. Also each month high man on the 
system got $50 and, for the campaign, high supervisor got 
$100. 

One free punch on a Philadelphia Gas Works bonus board 
was allowed a dealer for each sale. He could win a minimum 
of $3 and a maximum of $100. This went over big. 

A DeSoto automobile was the big plumber-salesman in- 
centive in the Southern Counties water heater campaign. The 
grand prize winner was also awarded air transport for two 
from Los Angeles to Detroit, Michigan, to pick up the car: 
$200 to help defray cost of return trip, and $750 in cash to 
help pay tax expense. The prize was given at a drawing of 
sales certificates. Other drawings were held in each division 
for week-end trips and merchandise prizes. 

At the quiz shows of Houston Natural each person who 
attended received a box of “Ad” detergent and prizes were 
given for correct answers to such questions as “How much 
does it cost to dry a load of clothes with gas — less than |e, 
7¢, or 25¢?” One top prize —a gas dryer — was given al 
each of the five shows. 

Oklahoma Natural’s “Bumper Bonus” plan included $7.50 
cash bonus paid by the utility to dealer salesmen for each gas 
dryer sold on utility lines. The dealer was paid $12.50 instal- 
lation allowance during campaign period. 

Public Service, Newark, pajd special awards valued at 
$4500 to residential salesmen in its “Dig Into the Dough” 
automatic gas water heater promotion, reports Frank C. 
Pesveyc, sales promotion manager. There were several ¢ie- 
vices besides straight cash premiums. These included: 

“Early Bird Prize’ —certificate of merchandise — to 
man selling $1000 or $1500 worth of heaters during fisst 
month of campaign. 

“Mystery Shoppers,” whose identity was a secret, awarc 2d 
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GAS dryers cost less 


less to install... 
operate... 
maintain! 











East Ohio Gas Company supplied 700 dealers with excellent 
display material. This is a reproduction of a four color 28x28-in 
easel-back floor or counter card. 


gift certificates to salesmen who made outstanding presenta- 
tions on water heaters. 

“Phon-O-Quiz” was conducted by telephone. A salesman 
was given a chance to win a prize by answering two questions. 
Then he was asked if he had sold a water heater within 24 
hours and a “yes” answer won a better prize in merchandise. 

“Mystery Jackpot” was financed by levying a specific 
imount against each heater sold during contest. The top 25 
salesmen in dollar volume divided the total amount in pro- 
portion to their sales. 

Points on merchandise awards in Public Service of Colo- 
rado’s water heater promotion were set to “size up” sales: 

50 points to sell 30-gal heater 

250 points to sell 40-50 gal heater 

300 points to sell 60-75-gal heater 



























































































Dealer prizes are popular. Philadelphia Gas Works contact representative 
(left) presents dealer $100 cash bonus in dryer promotion. PGW had an 
or ginal punch board plan for prizes that made a big hit. 
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“Clothes lines are for the birds’’ says Quiz Master Rolland Storey, sales promo- 
tion manager at one of five Houston Natural Gas Quiz Jamboree shows given in 
various communities. A dryer was awarded one lucky contestant at each show. 


If a water heater replaced one of the same size no bonus 
points were given. 

Ohio Fuel Gas threw in a gamble. Number of points (re- 
deemable in merchandise) awarded each salesman was de- 
cided by color of gum ball drawn from machine after a sale. 
J. G. Berwanger, business promotion manager, says this type 
contest is receiving enthusiastic acceptance. 

A customer won Cincinnati Gas & Electric’s grand prize. 
Everyone who participated in the card coupon contest, re- 
ferred to before, was eligible for a chance to be crowned 
“Queen of Leisure” and receive a royal reward, including: 
$500 worth of laundry appliances; $100 worth of wearing ap- 
parel, a day of leisure for the “Queen” and her escort with a 
limousine supplied free. 

The New Freedom campaign of AGA-Colgate has a record 
amount of prizes, valued at $216,000. Prizes include: First 
prize of $15,000 and a New Freedom gas laundry and addi- 
tional prizes including 200 complete New Freedom gas 
laundries for customers. 


Installation Costs 

There is a great deal of interest in installation charges. The 
chief reason is probably the wide use of free or partly paid 
installation as an attraction in laundry equipment promotions, 
both to dealers and to customers. 

[he table shows some costs, these being averages for the 
territory — not of the utility. Some utilities do not handle in- 
stallation. Elton E. Stuenckel, sales promotion and advertis- 
ing manager, South Jersey Gas, reports that $25 covers instal- 
lation and connection of a gas dryer including outside venting. 
This applies, he said, “to all sections of our territory which 
covers more than 2000 square miles.” 

In the dryer promotion of North Shore Gas Company, 
Waukegan, Illinois, dryers were installed on existing lines 
without cost unless a vent was included. 

Mystic Valley raises installation charges by floor. First 
floor is $40, second $55, and third floor $75. 

The range in the Los Angeles area of $24 to $35 depends 
on whether the dealer does his own installations or contracts 
them. A normal installation does not exceed 20 ft of pipe and 
10 ft of moisture exhaust, including a maximum of 3 elbows 
but no ditching or going through masonary walls. 

Wisconsin Public Service makes a distinction between 
replacements — $18 to $25 — and new installations — $30 
to $35. 


Rise in installation costs is indicated in Wisconsin Pub- 
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WITH AN AUT OMATIC 


i 


Costs less 


TER HEATER 


TO INSTALL 


TO BUY 
TO OPERATE 


Public Service of Newark, New Jersey, sponsored a promotion that sold 1450 water heaters in two months. A 10 percent price reduc- 
tion was key feature. This imaginative window display pushes the theme of not waiting for hot water — of getting more out of life 


lic Service territory. According to A. G. Blitz, commercial 
and dealer promotion supervisor, “a year ago we were able 
to average out clothes dryer installations at $7.50. | made a 
check today of recent installations and find that now it is run- 
ning close to $10.” 


Quota and Sales 

The dramatic increase in gas clothes dryers sales is evident 
in every promotion on dryers alone or any promotion that 
includes gas dryers. Special water heater promotions did very 
well not only in volume but in improving quality and in 
“sizing-up” as S. W. Huntsman, superintendent of domestic 
appliance sales, Public Service of Colorado, Denver, calls it. 

For dryers, Pacific Gas & Electric went 55 percent over its 
normal sales during the “10-Day Free Home Trial” promo- 
tion. Southern California Gas set a 4950 quota for its “Tired 
Liftin’ ’ campaign and sold 7244 dryers, 46 percent above 
quota. Philadelphia Gas Works was 46 percent above the 
same period the year before. Mystic Valley Gas went 21 per- 
cent over its dryer quota and 3 percent over its heater quota. 
Oklahoma Natural topped its quota by 11 percent. 

Houston Natural Gas had no exact check of sales in its 
“Quiz Jamboree” but Kenneth C. Reed, regional manager, 
sales promotion, said 110 dryers were financed by the utility 
during the campaign and an educated guess would be three 
sold for every one financed by his company 


Keys to Success 

“Complete package of dealer assistance,” said M. H. North, 
advertising and sales promotion director, when asked why 
Oklahoma Natural’s “Bumper Bonus Days” dryer campaign 
was successful. This included installation allowance, finance 
plan, and all-out cooperation between company sales organi- 
zation and dealers’ sales organizations 

The finance plan terms were 10 percent down, as much as 
42 months to pay, 6 percent interest, no recourse to dealer, 
monthly installments with gas bill 

The “90-Day Proof of Economy Offer” of Peoples Gas 
allowed customer to purchase a dryer by paying $5 and use 
the dryer 90 days before making further payment. The bal- 
ance could be paid in terms up to 36 months 

Jerome P. Happ, general sales manager, reported a “trade- 
in” feature in North Shore Gas Company’s dryer campaign. 
An allowance of 20 percent was allowed on gas dryers for any 
appliance traded-in. Only models in stock were included in 
the offer and, as mentioned before, they were installed free 


Wisconsin Public Service has a year-round promotion, 
which has completely reversed the trend to electric dryers in 
their gas territories. Now more gas dryers than electric are 
sold where the opposite was true in the past. 

Under this “Fixed Fee Piping Program,” the utility makes 
a flat charge of $7.50 per gas connection for the installation 
of a clothes dryer or incinerator with exceptions in multi-story 
buildings and special cases. This low cost installation is avail- 
able only to the dealer. It enables him to quote an installed 
price and to give the customer assurance the equipment will 
be started up and adjusted by the gas company. 

Free installation was chief customer-incentive in Southern 
California Gas Company’s dryer campaign. Manufacturers 
and distributors of 12 makes of dryers and the dealer and 
utility shared in the installation cost. 

One key to the success of Pacific Gas & Electric’s dryer 
campaign was a “free trial” offer, which was used by dealers as 
a sales closing tool, reports John S. Ross, manager resi- 
dential sales. The free home trial was for 10 days. The utility, 
the Gas Appliance Society of California and Northern Cali- 
fornia Electrical Bureau underwrote trial offers for dealers. 
paying up to $50 on cost of electric dryer and $25 on gas 
dryer trials that failed. 

Ohio Fuel Gas, found free installation of dryers in dealers 
stores useful. It provides an opportunity for sales training. 
demonstration, and “live” selling. Dealers are also very re- 
ceptive to demonstrations and home calls by utility home 
service department. 

These same approaches help increase what L. B. Foy, man- 
ager dealer section, refers to as “dealer alertness in following 
up each and every prospect,” which he felt contributed to 
Washington (D. C.) Gas Light's clothes dryer campaign. 

Mystic Valley Gas installed all dryers free and allowed $25 
on installation of water heaters in its laundry equipment pro- 
motion. W. L. Miller, sales promotion manager, New England 
Electric System, Gas Division, said that a 10 percent addi- 
tional allowance for purchase of both water heater and drye! 
helped sales considerably in the Malden area. 


The Biggest Key 

The promotions described give you a working basis for 
your own campaign. Next month we'll have for you an ex- 
hibit in print of handsome and efficient was water heaters 
and clothes dryers which have gained the approval of the 
consuming public. They are, as you all know, the biggest ke) 
to a successful promotion. eet 





NEXT MONTH: EXHIBIT IN PRINT OF THE FINEST MODERN GAS LAUNDRY EQUIPMEN . 
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‘GA’s Emergency Assistance Plan Provides 
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R.R. Suttle, Managing Director ienhiestincas eemee en cimacatees wasesCererTen 
uthern Gas Association IN THE S.C.A. EMERGENCY MUTUAL AID PLAN 
The telephone rings. A gas company executive an len for mutual aié in the event of extreme distress or emerge 
swers. The caller is a fellow executive in another gas ned by national defense. This plen calls for mesber companies to assist 
company halfway across the state. He's a little bit ther member companies by placing at their disposal available personnel, material 
excited. J equipeent. It is specifically painted out that the Emergency Mutual Aid Plat 
“Joe, this is Jim. We're in big trouble. Got an outage # entirely voluntary and would be binding in an emergency only to the extent that 
that’s too much for us to handle alone. I see by my remmmnimnens mith Gernts 
SGA Emergency Assistance booklet that you've got the Information developed by this questionnaire will be compile 
same sort of system we have — same pressures, same ee ee ere SO eee Lee Le eee 
sizes of pipe, and fittings. Can you send us some help?” mmodiately available to solicit euorgency a1 from other _ 
Help, in the form of men, tools, and equipment was forth- : welch iii ial int Meitias 
- coming in a hurry. None of us can refuse a plea like that . . ; oa 
‘ unless we are in dire straits ourselves. 2 sii P 
re fo make that help a bit easier to get, the Southern Gas : 
\ssociation has set up an Emergency Planning Committee. 7 ° 
es The SGA member companies aren’t doing anything collec- “i ae 
yn tively that each wouldn’t do individually, but they have com- eT : ne 
ry piled information that could save many precious minutes EE I TEE PO ROOT 
il when they are needed most. For instance, it wouldn’t help se a sce ca i este 
ed you much to call on a neighboring company for aid, only to a : Sa A i el 
‘ill learn that he used cast iron pipe and you used steel—so his St SEE “en 
tools wouldn’t do the job for you. 
m The Emergency Assistance Plan is an outgrowth of a ‘ 
ers Committee on Security Measures that was organized shortly a 
nd after the start of the Korean conflict. At that time, emphasis 
was given to plant security and to the effects of bombing raids seg iani i o ~ pitatiendttes 
yer on gas distribution systems. - sie 
as The committee, active throughout the war, was given new essure. (Give range 
2si life in 1955 when it was reorganized as an auxiliary to 
ity Civilian Defense programs. Now it has been given a new 
ali name and put on a permanent basis for peace or war ee at 
TS, The Emergency Assistance Plan booklet lists executives 
gi of each member company and where they can be reached. It tion P : 
shows the type of system each member has, its various pres- 
ers sures and sizes of cast iron and steel pipe. Various types of 
ing. equipment — compressors, welding equipment, power-driven 
re saws, and the like — are cataloged. And, finally, there is a 
yme resume of the company’s radio communication setup aan — — — ——_— 
The booklet is in loose-leaf form, so that changes and insitsice 
an insertions can be easily made. It is indexed both alphabeti- 
ning cally and geographically, so that each member in the 1 4-state pee 
1 to area Knows where to turn for the quickest aid. 
$25 J. H. Collins, Sr., gas superintendent of New Orleans Pub- re a seer 
ie lic Service, Inc., has been chairman of the committee since member comps 
“e its inception six years ago. a ees 
ny An important function that SGA serves is to set up ground 
ere rules so that no misunderstandings can arise in the haste of ro ae a 
; in emergency that would cause hard feelings later. First, all See ee 
members understand that participation at any time is on a i Re 
voluntary basis only. If a company doesn’t believe it can er a Te) Sere ere 
spare the manpower or equipment when called upon, all it 
for has to do is say so. And it is clearly understood that the com- e ents — 
1 €X- pany asking for aid bears all expenses involved. es . ; ali 
aters The SGA plan presently includes only distribution com- adio Comput system 
oe nies. Plans are underway, however, to prepare a supple- 
bs 4 ment to the Plan to include transmission companies operating 7 
the 14 Southern and Southwestern state area of SGA agin: 
ail Maybe Jim will never have to make that phone call pein ; 








But if that unfortunate day does come, SGA’s Emer- 
gency Planning will be ready for it xx 
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Basic data questionnaire sent each company lists important 
items that must be known to make plan helpful 











Processing personnel handle incompleted 
customers’ orders, maintain files of pending 
orders, and supply information about them 
to telephone order group. Girl in fore- 
ground routes orders to various districts. 
Girl in background teletypes orders to serv- 
ice sections. 


Wilfred H. Weber, Manager 


Customers Service Department 
Brooklyn Union Gas Company 


HYacinth 5-1000 is the telephone 
number that represents “gas company” 
to several million New Yorkers who 
reside or do business in the boroughs 
of Brooklyn and Queens. Through 
competent, courteous telephone order 
representatives, the Brooklyn Union 
Gas Company strives to demonstrate 
its basic business philosophy: “THE 
CUSTOMER — most important per- 
son ever in our business.” No one in the 
gas industry can deny the truth of this 
statement, especially in this era of in- 
tense competition in the fuel-selling 
industries. 

The telephone order representatives 
are a first line of defense for this philo- 
sophy, so to speak. A customer call- 
ing HYacinth 5-1000 expects to have 
his needs attended to courteously, ef- 
ficiently, and with a minimum of incon- 
venience. The telephone order repre- 
sentatives, as well as other members of 
the customers service department, see 
to it that the customer's expectations 
are fulfilled. 

Over 800,000 calls were recorded at 
HYacinth 5-1000, in 1955. The final 
tally for 1956 should be at least as 
high, and in 1957, with the recent con- 
solidation of The New York and Rich- 
mond Gas Company and The Kings 
County Lighting Company into Brook- 
lyn Union, the number of incoming 
calls will increase even more. 
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HY acinth 5-1000 


One of New York's busiest 
phone numbers means gas 


company service to millions 


Why so many telephone calls? Basic- 
ally, because Brooklyn Union gives 
free adjustment service for all gas ap- 
pliances — but there’s more to it than 


that 


Calls Have Limitless Variety 

Incoming calls come in many 
varieties. An ordinary day may bring 
a request from a housewife for infor- 
mation about recipes seen demon- 
strated on the company television show. 
from a frantic home-owner seeking as- 
sistance to free a trapped pet from be- 
neath the refrigerator, from a student 
wanting to know the specific gravity of 
natural gas to solve a physics problem, 
or even from someone interested in 
purchasing stock. 

During an work day at 
Brooklyn Union, about 2500 people 
dial HYacinth 5-1000. There are, how- 
ever, very few average days in the gas 
industry. Season, weather conditions. 
newspaper publicity, advertising proj- 
ects, “acts of God,” — these and other 
factors determine the pattern of the 
day’s work load. For purposes of dis- 
cussion, however, an average day con- 
stitutes 2500 incoming calls. 

What is done about these 
once they are received? 

Requests for service are sent, by 
conveyor system, from the telephone 
order room to the processing area, 


average 


calls 


where they are sorted into categories 


based on a time schedule: Emergency 
same day service, following day or fu 
ture date; and order classifications: Ad- 
just range burner, restart house heate! 
pilot, supply gas to new address, etc 
The orders are simultaneously counted 
by categories for future reference. 

Orders are then routed to service 
centers in Brooklyn and Queens, fo! 
completion. 

When emergency calls are received 
processing is postponed. Duplicate 
copies of all orders make this possible 
Emergency orders are sent immediate! 
to a dispatcher in the service section 
who notifies a radio-equipped service 
car located in the emergency area. 


Customer Factor Demands 
Flexibility 

Further indication of the characte! 
of the telephone order representative s 
average day can be gained by noting 
the kinds of people that form the Ne 
York customer body. 

The customers’ economic positio 
range from considerable wealth to co 
siderable poverty. National origins a 
many and varied. Many custome 
have difficulty expressing themsel\ 
in English. Their patterns of behavic 
manners, customs, characteristics, et- 
are varied and almost impossible 
catalog. Also, the infinite variety 
moods and states of mind custome 
may express when calling the gas cor 
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Telephone order representative uses one all-inclusive form to record 
customers’ orders and miscellaneous calls. Telephone equipment used is 
the most modern available. Calls are distributed to the different positions 
by an automatic rotation system in the equipment. 


pany call for the utmost tact by the 
telephone order representative. 

The customer factor plus the other 
unpredictables discussed creates a need 
for flexibility in the telephone order 
group operation. Selection of person- 
nel and training is based, to a large ex- 
tent, on this need for flexibility. 


Telephone Personality 
Rated High 

Individuals are not generally hired 
to fill this position directly. The new 
employee usually begins by processing 
orders. As openings in the telephone 
order group develop, persons regarded 
as capable are, after a series of progres- 
sions, moved into this group. 

Every applicant for a position in the 
orders and records section is screened 
by two supervisors, in addition to the 
regular screening done by the person- 
nel department of all applicants for 
employment at Brooklyn Union. 

Supervisors look for the qualities es- 
sential to proper performance of the 
telephone order representative’s job, 
such as suitable personality — that is, 
one capable of exercising self-control, 
patience, understanding, consideration, 
awareness of the substance of the cus- 
tomer problem, logic, and restraint. 

A voice test is administered, and 
enunciation, diction, and voice quality 
are carefully noted. The voice quality 
sought is marked by warmth and friend- 
liness, yet has authority and assurance. 
Knowledge of a foreign language is a 
desired, though not an essential quali- 
fication. 


Personnel Training Is Continuous 
Once employed, the potential tele- 
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Supervisor mans monitoring equipment. Rows of switches on right 
enable him to select position he wishes to listen in on. High board at 
left shows disposition of each position in the order room — in action, 


waiting call, not manned, etc. —as well as number of incoming calls, 
both answered and waiting. Large light at upper right of board lights 


phone representative’s training for that 
position begins immediately. During 
the first days, he listens in on conver- 
sations between customers and regular 
representatives, and, under the repre- 
sentative’s guidance, is familiarized 
with the manner in which these con- 
versations are conducted. Later, under 
supervision, he spends some time speak- 
ing to customers and handling orders 
himself. 

His work in the processing group, 
where he is constantly being familiar- 
ized with forms, methods, telephone 
techniques, and the manner in which 
the department completes and records 
its tasks, also contributes to his training. 

Thus, by training all personnel in 
the section in the functions of the tele- 
phone order representative, an ex- 
tremely flexible team is created. Dur- 
ing periods of heavy work load, almost 
anyone in the section is capable of fill- 
ing in on telephone duty. 

During September and October sud- 
den cold snaps may develop causing a 
flurry of requests to restart house heat- 
ing equipment. Under such conditions, 
the majority of calls are of a similar 
nature, and it is possible for telephone 
personnel to go an entire day receiving 
similar requests. 


Monitor Checks Aid Personnel 

[raining for the full-time telephone 
order representatives is continuous and 
unending. Specially designed appliance 
courses are given periodically by the 
job training section of the customers 
service department. 

For educational purposes, the moni- 
toring method is used to check the per- 





when mechanical failure takes place anywhere in telephone order room. 


formance of each representative on 
such things as quality of workmanship, 
versatility, initiative, application of 
judgment, attitude, and voice charac- 
teristics. Interviews between the moni- 
toring supervisor and the tested repre- 
sentative follow each check. They dis- 
cuss areas of weakness and methods 
for improvement. 

Complete performance records are 
maintained for each representative. 
These are constantly being reviewed 
and revised according to the individ- 
ual’s progress. 

In addition, monthly discussion 
meetings are held at which informa- 
tion about developments in the com- 
pany, the community, and the industry 
are brought to the attention of the per- 
sonnel for discussion. 

The training program is one of the 
more important aspects of the tele- 
phone order group operation. The 
eventual recipient of the benefits of 
this training will be the customer. In 
fact, the training and scheme of op- 
erations of the entire customers serv- 
ice department are designed with the 
customers’ well-being uppermost. 

The consolidation of the three gas 
companies adds approximately 120,- 
000 new consumers to Brooklyn Un- 
ion’s lines. The appliance service op- 
eration will be new to most of them. It 
will be the duty of the telephone order 
group to supply information about 
Brooklyn Union and its plans for serv- 
ing customers. 

They must be, in effect, “gas indus- 
try diplomats,” helping to establish 
company stature in new areas, while 
maintaining the high station in the 
communities presently served. 
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‘Almost Automatic’ 


Meter Tester 


David B. Richardson, 


Summers District 


Commercial Manager, Godfrey L. Cabot, Inc 


Hinton, West Virginia 


Ar the Hinton, West Virginia, office 
of Godfrey L. Cabot, Inc., which sup- 
plies gas service and appliances to a 
number of West Virginia cities, meter 
testing was a time consuming and te- 
dious operation—until the development 
of a “home made” meter testing ap- 
pardtus that has made the task almost 
automatic in operation. 

For some time the meter shop has 
been using a vacuum sweeper moto! 
equipped with an automatic cut-off 
switch to raise the prover bell to zero 
at each operation. This eliminated the 
hand lift and the necessity for a close 
watch when the bell was raised. 

During the normal meter test, con- 
siderable time was being lost as the 
meter was set on the test bench, lined 
up, and the flexible hose connections 
tightened, and then the open flow ori- 
fice placed on the meter. 

This orifice then had to be removed 


Compression sealing gasket of Neoprene replaces 
screw-type fittings for meter connections, speeding 


operation. 
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and the check flow put in place. The 
meter was then adjusted properly and 
checked again. This was repeated pos- 
sibly several times until the meter met 
the necessary requirements for being 
placed in service again. This, of course, 
depended upon the condition of the 
meter. 

[he testing machine developed and 
built at Hinton eliminates the necessity 
for any screw connections on the meter 
being tested. Here’s how it works: 

The meter is placed on a platform, 
which has a foot lever to raise and 
lower it, and which is springloaded to 
provide an upward “push.” The meter 
is placed on the platform, the foot lever 
released, and the meter is raised to test- 
ing position. In place of screw-type con- 
nections, a soft Neoprene gasket is 
fitted on the pipe end, into which is 
pressed the meter connections, and an 


air-tight seal is made. A _ three-way 


raises and lowers platform. 


Homestead valve is used to place the 
test orifices. At one position, the flow is 
open rate, and at the other position, the 
flow is on check rate. 

A further improvement is the use ot 
a Meriam Slope Gage, located above 
the test stand, which reads in hun- 
dredths (1/100) of an inch. Red oil is 
used to check differential across the 
meter. This slope gage is indispensable 
for locating various troubles in the 
valves, diaphragms, crank arms, etc 
The gage, being part of the test ma- 
chine, makes it easy to check every 
meter without having special connec- 
tions whenever the flow rates disagree 
By spending a little time observing the 
differential gage, troubles can be 
quickly spotted. 

The major portion of the meters be- 
ing tested are 5-B and 10-B metric. The 
testing machine can be built at reason- 
able cost and for practically any type ot 
meter. kkk 


View of overall testing equipment arrangement. Slope gage is locat-d 
above platform where meters are placed. Springloaded foot lever 
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Residual Oil, Residuum Oil: The re- 
maining portion of crude petroleum 
oil after removal of the more valu- 
able materials such as gasoline, fuel 
oils and lubricating oils. 

Residue: The remaining portion of a 
material after a physical change in 
its form or content. 

Residue Gas: Casinghead gas that has 
been stripped of its gasoline, is gen- 
erally delivered to a fuel system or 
returned to the oil producing reser- 
voir for repressuring. 

Resurgent Gases: Volatile gases and 
superheated steam that play an ac- 
tive role in volcanic action. Water in- 
cluded in sedimentary rocks at the 
time of their accumulation becomes 
superheated steam from the intense 
heat of the volcano. 

Retort: See: Coal gas retort. 

Retort Carbon: Hard, dense, graphitic 
carbon, formed on the walls of a 
coke oven or a coal gas retort. 

Retort Gas: Heating and power gas ob- 
tained by distilling coal in a retort, 
the volatile hydrocarbons of the coal 
(Terry Matter) being vaporized and 
driven off in the form of vapors and 
fixed gases. 

Return Air Ducts: Pipes or ducts to re- 
turn air for reheating and recirculat- 
ion in a warm air heating installa- 
tion. 

Return Piping: Piping to carry water 
or condensed steam from radiators 
to boilers, for reheating and recir- 
culation in a hot water or steam heat- 
ing system. 

Reverberatory Furnace: An industrial 
processing furnace in which the roof 
is sloped downward to form a re- 
stricted section at the rear of the 
hearth. 

Reverse Air Blast: A part of a carbu- 
reted water gas cycle in which air is 
blown down through the top of the 
generator fire to heat the top of the 
fuel bed to a higher temperature 
than could be obtained with the 
usual bottom blast. 

Reverse Air Blast Purge: The first part 
of a reverse air blast in which the 
residual gas in the generator is forced 
through the back-run pipe and wash 
box. 


A CONTINUING EDUCATIONAL AND REFRESHER COURSE IN 
: c7 titel.) le) Relch ee) 13 7 wile), mem sellii 13. ee cid, ee ae Wile), | 


Revivify: The reactivation of spent ox- 
ide used in removing hydrogen sul- 
fide from manufactured gas. 

Revolving Grate: A mechanical grate 
revolving on a vertical axis within a 
steel housing and so constructed that 
clinkers are automatically broken up. 

Rich Gas: The relatively-high heating 
value gas that is made in the first 
part of the carbonizing period in a 
coke oven or coal gas retort. Also 
used to describe wet gas, which is 
natural gas containing condensable 
liquid hydrocarbons. 

Rig: General term for the complete ma- 
chinery and equipment used in 
drilling gas or oil wells. 

Rigid Meter Connection: Same as a 
Meter Bar. 

Riser Pipe: A straight vertical run of 
pipe. 

River Clamp: Long, heavy iron or con- 
crete sleeves installed on a pipe line 
to prevent injury to pipe laid in a 
river bottom and to weight the pipe. 

River Dog: A device used to hold a pipe 
line on a river bottom. 

Rock: Any consolidated, naturally 
formed, mass of mineral matter con- 
stituting a substantial part of the 
earth’s crust. 

Rock Gas: See: Natural Gas. 

Rock Hound: Slang expression for a 
geologist. 

Rock Oil: An early term for crude 
petroleum. 

Rock Pressure: A term referring to the 
initial pressure of a gas well. 

Rotary Bit: The cutting tool attached 
to the lower end of the drill pipe of 
a rotary drilling rig. The bit does the 
actual drilling of the hole through 
the formation. 

Rotary Compressor: A compressor hav- 
ing a rotating core, eccentrically- 
mounted in a casing, and having 
movable vanes that entrap and com- 
press the gas between the core and 
casing as the core rotates. Casing has 
an inlet on one side of core and out- 
let on the opposite side. 

Rotary Displacement Meter: A posi- 
tive-pressure blower used as a meter 
in which gas pressure turns the 
blower and the quantity of gas pass- 
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Glossary of Gas Industry Terms-Re to St 


ing through is proportional to the 
number of revolutions. 

Rotary Drilling: A method for drilling 
wells using a bit attached to a revolv- 
ing drill pipe. 

Rotary Engine: One in which a bank 
of cylinders revolve around a sta- 
tionary crankshaft. 

Rotary Scrubber: A piece of equipment 
for removing impurities from gas by 
passing the gas over rotating sur- 
faces tnat are partially immersed in 
water. 

Rotary Table Oven: An oven consist- 
ing of horizontal, circular tables 
mounted on a vertical axis and con- 
tained in a suitable housing with a 
loading door past which the tables 
rotate tor loading and unloading. 

Rotary Vaive: A valve containing a ro- 
tating core within a casing and hav- 
ing two or more parts in the casing 
and one or more passages through 
the core; flow through several lines 
can be controlled with one valve. 

Roughneck: A member of the crew on 
a drilling rig. The tool pusher is the 
foreman of the crew and operates 
the dridling equipment. 

Round Trip: Lhe removal of drilling 
bit and pipe from a well and repiac- 
ing them, as required to change the 
bit or test the hole. 

Royalty: The amount paid to the owner 
of land- or mineral-rights for per- 
mission to produce the mineral con- 
tent. In gas and oil operations, the 
royalty is usually based on a per- 
centage of the total gas or oil pro- 
duction. 

Rpm: Revolutions per minute. 

Run: The production period in the 
water or blue gas cycle; a run of pipe 
is a series of connected piping, gen- 
erally in a straight line. 

Rust: Common name for iron oxide, 
that is the product of a reaction be- 
tween iron and oxygen. 


s 
Saddle: A fitted plate, held in place by 
clamps, straps or welding, over a 
hole in a gas main, and into which a 
branch line or customer-service con- 
nection is screwed. 
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Safety Cut-off Pilot or Valve: An auto- 
matic valve controlling the flow of 
gas to an appliance burner and so 
arranged that the gas supply will be 
shut off if the pilot-flame goes out 
for any reason. 

Safety Valve: See: Relief valve. 

Sags: Low points in a gas pipe line in 
which liquids can collect. 

Sample Piping: All piping, valves, and 
fittings used for the collection of 
samples of gas, steam, water, or oil. 

Saturated Air: Air containing all the 
water vapor it can hold at its tem- 
perature and pressure. 

Saturated Hydrocarbon: A chemical 
compound of carbon and hydrogen 
in which all the valence bonds of the 
carbon atoms, not taken up with 
other carbon atoms, are taken up 
with hydrogen atoms. 

Saturated Steam: Steam at a tempera- 
ture and pressure such that any low- 
ering of the temperature or increase 
in pressure will cause condensation. 

Scaling: The deposition of insoluble 
precipitates on the inner surfaces of 
equipment, such as pipes or boiler 
tubes. Also used to describe the pro- 
cess of removing such precipitates. 

Scavenging Stroke: The engine piston 
stroke that pushes the burned gases 
out of the cylinder. 

Scraper: See: Go-Devil or Pig. 

Scraper Trap: A short section of pipe, 
branching from the beginning or end 
of a section of pipe line, used to in- 
sert Or remove a scraper. 

Screen: To separate solid materials 
according to size by passing it 
through a series of suitably-sized 
meshes or screens. 

Screw Joint: A type of connection in 
which two externally-threaded rods 
or pipes are connected by screwing 
them into an internally threaded con- 
necting piece such as a coupling, el- 
bow, or valve. 

Scrub: To remove certain constituents 
of a gas by passing it through a 
scrubber in which the gas is inti- 
mately mixed with a suitable scrub- 
bing liquid that absorbs or dissolves 
the constituent to be removed from 
the gas. 

Scurfing: Removal of carbon deposits 
from the inner walls of carburetors, 
coal gas retorts or coke ovens. 

Seal: To make a joint gas- or water- 
tight; to lock a gas meter or the lock 
on the meter. Also, a device used in 
sealing a joint. 

Sealed-in Burner: A burner tightly 
mounted on or in a furnace so that 
no secondary air can enter around 
the burner. 

Secondary Stress: Stress created in the 
pipe wall by loads other than inter- 
nal fluid pressure. For example, 
backfill loads, traffic loads, beam ac- 
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tion in a span, loads at supports and 
at connections to the pipe. 

Second Law of Thermodynamics: Heat 
cannot pass from a colder to a 
warmer body without the expendi- 
ture of energy. 

Secondary Air: Additional air needed 
for combustion of a fuel and mixed 
with the fuel outside the burners. 

Secondary Production or Recovery: Oil 
and gas obtained by the injection of 
air, gas Or water into a production 
formation thereby raising the forma- 
tion pressure and causing a resump- 
tion of oil or gas flow from the pro- 
ducing well. 

Sedimentary: Rock formed from origi- 
nal deposits of mud, sand or gravel 
from rivers, lakes and seas. 

Send-out: The*gas delivery of a plant 
or system during a specific period of 
time. 

Sensible Heat: Heat that can be added 
or removed from a substance with 
only changes in the temperature or 
pressure of the substance, but no 
change in its physical state (solid, 
liquid or gas). 

Separator: A piece of equipment for 
removing One phase from another in 
a two-phase system, such as remov- 
ing oil from water, oil from gas, ash 
from flue gas or tramp iron from 
coal. 

Service: The maintenance and repair of 
customers’ gas appliances and facili- 
ties. See: Gas Service. 

Service Cock: A small plug valve lo- 
cated just ahead of a gas meter and 
used to shut off the gas flow to the 
meter and the customer’s piping. 

Service Connection: The connecting 
piping between a gas main and the 
customer's meter. 

Service Drip: A liquid-collecting trap 
at the low point in a customer’s gas 
service piping when the piping can- 
not be sloped back to the distribution 
main. 

Service Pipe: The pipe for delivering 
gas from the distribution main to the 
meter on the customer’s premises. 

Service Regulator: A regulator installed 
On a gas service to control the pres- 
sure of the gas delivered to the cus- 
tomer. 

Service Saddle: See: Saddle. 

Service Shut-off: A valve or cock 
readily accessible and operable by 
the customer, located in a service 
pipe between the gas main and the 
meter. 

Service Tee: A tee in a customer's serv- 
ice piping with one leg closed and 
used for access to the service pipe in 
case of plugging with solids. 

Set: The equipment used in making 
manufactured gas (blue or water gas, 
carbureted water gas, oil gas), when 


considered as an overall unit. Als 
means to install. 

Setting: The enclosing and supportin: 
structure of a piece of equipme: 
such as a boiler or coal gas retort. 

Sewage Gas: A gas produced by th 
fermentation of sewage sludge; also 
marsh gas, or firedamp. A methan 
gas CH.,. A potential source of powe 
for internal combustion engines. 

Shape Factor: Fraction of radiant heat 
from one surface that falls upon 
another surface. 

Shavings Scrubber: A large vessel filled 
with trays of wood shavings through 
which manufactured gas i. passed to 
remove tars that are absorbed by the 
shavings. 

Shrinkage, Natural Gas: The reduction 
in volume of wet natural gas due to 
the extraction of liquid products in 
a processing plant. 

Shutdown: Complete cessation of op- 
eration of a process or operation. 
Shut-off Cocks: A small plug valve 
placed in a customer’s gas service 
piping and used to shut off the flow 

of gas. 

Side Boom: A boom extending from the 
side of a tractor. 

Side Outlet: An extra outlet at right 
angles to the plane of the usual open- 
ings in a tee pipe fitting. 

Side Wall Clinker: Fused ash formed 
on the inside surfaces of a boiler or 
gas generator. 

Side Wall Flue: A flue located in a coke 
oven wall to carry the coal carboniz- 
ing gases. 

Silica Blocks, Shapes and Tile: Formed 
silica (silicon dioxide) used as lining 
material in coke ovens and coal gas 
retorts. 

Silica Cement: Mortar made with rela- 
tively pure silica and used to join 
silica blocks. 

Silica Gel: A silicon compound, a desic- 
cant that readily absorbs substantial 
quantities of moisture and is used to 
reduce the relative humidity of air 
in specific locations. 

Silicon Carbide: A chemical compound 
of silica and carbon; hard, grey, 
crystalline material used for abrasive 
equipment and in blocks to line 
combustion chambers. 

Simultaneous Gas-Oil Burner: A burne: 
firing gas and oil at the same time. 

Single Stage Compressor: Compresso! 
in which the complete compression 
takes place in one cylinder. 

Skip: A meter that is not read at th 
regularly-scheduled time and mu 
be read later. 

Skunk Oil: Odorant added to natur 
gas to aid in detection of leakage. 
Sleeve: A piece of pipe or thimble for 
covering a joint or for coupling two 

lengths of piping. 
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leeve Bearing: A hollow cylinder of 
low-friction metal in a suitable hous- 
ing and fitted closely around a rotat- 
ing shaft. Used to support the shaft 
but permit it to turn freely. 

lice: Break up fuel-bed clinkers with a 
long steel bar called a slice bar. 

slide Valve: See: Valve. 

lippage: The extent to which a meter 
registers less than the correct volume 
passing through the meter. 

Small-port Burner: A manifold with 
many small holes through which a 
gas-air mixture is fed to burn outside 
the holes. 

Soda Ash: (Sodium carbonate, Na,CO,) 
A chemical compound used as a 
water softener in boiler feed water 
treatment. 

Soft Flame: A gas flame with a rela- 
tively small amount of primary air. 

Solder: An alloy of two or more metals 
used to join other metals together by 
surface adhesion. 

Solid Sleeve: A short piece of pipe, with 
an inside diameter large enough to 
fit snugly around another pipe. 

Soot: Black substance, mostly finely- 
divided carbon, that results from in- 
complete combustion. 

Sorption: A general term used for the 
three processes, adsorption, absorp- 
tion, and persorption. 

Sour Natural Gas: Natural gas con- 
taining such amounts of sulfur com- 
pounds as to make it unusable with- 
out purifying. 

Space Heater: An individually-fired ap- 
pliance used to heat a room or part 
of a room. 

Special Alloy Pipe: Pipe made to with- 
stand unusually severe conditions. 

Specials: See Line Fittings. 

Specific Gravity: The ratio of the 
weight of a unit volume of a sub- 
stance, to the weight of the same 
volume of a reference substance, 
both at specified physical conditions. 

Specific Heat: The heat required to 
raise a unit mass of a substance 
through a degree of temperature 
difference. 

Specific Volume: The volume of a unit 
weight of a substance under specific 
conditions of temperature and pres- 
sure. 

Specific Weight: Weight per unit vol- 
ume of a substance. 

Specified Minimum Elongation: The 
minimum elongation (expressed in 
per cent of the gage length) in the 
tensile test specimen, prescribed by 
the specifications under which the 
material is purchased from the man- 
ufacturer. 

Specified Minimum Tensile Strength: 
The minimum tensile strength pre- 
scribed by the specification under 
which pipe is purchased from the 
manufacturer (psi). 
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Specified Minimum Yield Strength: The 
minimum yield strength prescribed 
by the specification under which 
pipe is purchased from the manufac- 
turer (psi). 

Spent Oxide: Iron oxide that has ab- 
sorbed its capacity of hydrogen sul- 
fide in the gas purification process. 
It can be restored by heating in the 
presence of air. 

Split Run: The breaking of the produc- 
tion period of a water gas making 
cycle into an up run, a down run and 
a final up run. 

Split Sleeve: A sleeve for pipe that is 
cut in half longitudinally so it may 
be fitted to a pipe in service. Provi- 
sion is made for bolting or clamping 
the sleeve in place. See: Solid sleeve. 

Sponge: A mixture of iron oxide and 
wood shavings for the removal of hy- 
drogen sulfide from manufactured 
gas. 

Spontaneous Combustion: Burning 
brought about by the physical and 
chemical conditions of a substance 
that cause it to generate sufficient 
heat for ignition within itself. 

Spring Loaded: The use of a spring in 
the mechanism of automatic valves 
or governors to set the predetermined 
operating pressure. 

Spud: The small plug, with an orifice 
through it, that admits gas into the 
mixing chamber of a burner. 

Stability: The tendency of a burner to 
remain lighted with a wide range of 
fuel-air mixtures. 

Stack: A chimney. Also, a number of 
coal gas retorts, side-by-side. 

Stack Gases: The burned gases dis- 
charged by a smoke stack, consisting 
largely of carbon monoxide, free 
oxygen and nitrogen with small 
quantities of free hydrogen and 
methane. 

Stack Loss: The flue gas loss; the sen- 
sible heat lost up the chimney in the 
dry flue gas; the sensible and latent 
heat of the water vapor contained 
in the flue gas. 

Stack Valve: A valve on the super- 
heater of a water gas set, used to put 
gas through the wash box during a 
production run and through the 
stack or chimney during the blow 
period. 

Standard Air: Air at standard tempera- 
ture and pressure (14.7 psi and 60 F). 

Standard Conditions: The basic tem- 
perature and pressure for measure- 
ment of gas volumes: 14.7 psi (30 
inches of mercury 
60 F. 

Standard Metering Base: Standard con- 
ditions, plus agreed corrections, to 
which all gas volumes are corrected 
for purposes of comparison and 
payment. 

Standard Service Pressure: The gas 
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pressure that a utility undertakes to 
maintain on its domestic customers’ 
meters. (Sometimes called the nor- 
mal utilization pressure.) 

Standard Unit: Any mutually agreeable 
unit of measurement by which gas 
production, flow and sales can be 
recorded, such as Btu, 1000 cubic 
feet (Mcf), Btu per cubic feet o1 
therm. 

Standby Period or Time: The period of 
time in which a unit of equipment is 
not Operating but is in condition 
for immediate operation if necessary. 

Static Pressure: Force per unit area ex- 
erted by a fluid upon a surface at 
rest relative to the fluid. 

Station Governor: See: Governor. 

Station Meter: A meter of high capacity 
for measuring the output of a gas 
plant. 

Steam Accumulator: A large tank to 
which exhaust steam is piped for use 
in other operations. 

Steam Atomizing Burner. A burner in 
which high-pressure steam breaks 
up fuel oil into fine droplets that 
quickly vaporize and hence burn 
more easily. 

Steam Purge: The removal of combus- 
tible gas from pipe or equipment by 
displacing it with steam. 

Steam Trap: A pot, generally equipped 
for automatic emptying, set in a low 
place in a steam line to collect and 
dispose of any condensed water in 
the steam. 

Steam Turbine: A rotary-type of steam- 
powered equipment used to drive 
machinery. 

Steel: A chemical compound of iron 
and carbon, containing no free car- 
bon. 

Steel Tank Holder: A water-sealed gas 
holder with the bottom tank built of 
steel and above ground. 

Stem: A round rod connecting two 
movable parts of a mechanism for 
transferring motion from one to the 
other. 

Still Gas: Fixed gases are produced 
during the distillation process, and 
particularly during cracking distilla- 
tion. They are the result of decompo- 
sition of the petroleum hydro- 
carbons. 

Stoker: A mechanical solid-fuel feeding 
device. 

Stopcock: A small, hand-operated, plug 
valve. 

Stop End Retort: Coal gas retort closed 
at one end and a charging and dis- 
charging door at the opposite end. 

Stop Valve: A valve installed for the 
purpose of stopping the flow of fluid 
in a pipe. 





Part 10 of Gas Fundamentals 
will appear in the next issue. 
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New ‘Miss Spokane”’ for 1957 is Suzanne 
Thompson, home service director for the Spo- 
kane Natural Gas Company. A committee of 
five judges selected by the city Chamber of 
Commerce chose her from among three contest 
finalists. During 1957, she will act as official 
hostess to visiting dignitaries and at various 
civic functions. Sponsored by the Spokane Nat 
ural Gas Company in the competition for the 
position, Miss Thompson is a well qualified con 
testant. She received her B.A. degree in home 
economics from Washington State College in 
June, 1956. 

Since joining Spokane Natural, she has de 
voted her time to learning about natural gas 
and gas appliances. Prior to October, 1956, 
when natural gos became available in Spokane 
the company had not maintained a home serv 
ice department. A new office and showroom, 
scheduled for completion in 1957, will include 
a complete, modern demonstration kitchen 


Ruud Re-Schedules Institute of 
Gas Water Heater Engineering 

During 1956, its first year of opera- 
tion, the Ruud Institute of Gas Water 
Heater Engineering graduated approxi- 
mately 300 men. Popularity of the com 
mercial water heating course has in 
fluenced Ruud Manufacturing Company 
to schedule school sessions again in 1957 

Already scheduled are sessions for the 
weeks of February 11, 18, and 25, and 
March 11, and 18. Additional sessions will 
be scheduled later. 

R. N. Spear, Ruud commercial sales 
manager, said the Institute had 14 groups 
of men receive training at company head 
quarters in Kalamazoo, Michigan, last 
year. Diplomas were awarded to sales 
managers, salesmen, and engineers from 
gas utilities and LPG companies. 

Included in the gas water heater engi 
neering curriculum are commercial wate! 
heating markets, their individual quantity 
and water temperature demands, the yard- 
sticks to use in selecting and installing 
equipment, and a review of sales and reve- 
nue potentials. Ruud engineering and mar- 
keting officials are now discussing the pos- 
sibility of arranging a few post-graduate 
schools. These would be open to Institute 
graduates who desire a refresher study o1 
an opportunity to gain more specific 
knowledge of water heating in food serv- 
ice establishments, multiple dwellings, and 
other broad-opportunity applications. 
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New Styling for 1957 
Marks Modern Maid Ranges 


New styling highlights the 1957 Modern 
Maid gas ranges manufactured by Tennes- 
see Stove Works, Chattanooga, Tennessee. 
New streamlined backguard is accented 
by a panel of pastel porcelain trimmed in 
chrome centered with a smart electric 
clock. Modern Maid’s tapered front is set 
off by a trapezoid shaped glass oven door 
panel for better see-in vision. Controls are 
set in recessed panel out of the heat zone. 
Individual, deep porcelain bowls unde 
each burner catch spillovers. 

Optional feature on the 1957 Modern 
Maid gas ranges is a motor driven rotis- 
serie. The spit simply slides into the oven 
and can be removed and stored out of the 
way when not in use 





Quaker to Distribute New 
Oil Fired Wall Furnace 


A completely new built-in oil fired wall 
furnace designed for low cost home heat 
ing has been announced by Quaker Manu 
facturing Company. 

Compact, self-contained home heating 
plant, modern in design, of 65,000 Btu 
output, the furnace Model RH65, is easy 
to install and adaptable to any style home 
The furnace is recessed into the wall or a 
convenient closet. 

Special features include: Exclusive 
“Distributaire” package which is a com- 
plete prefab plenum and duct system, that 
delivers warm forced air into five or more 
rooms through ceiling registers, and a 
“Smokeless” vaporizing pot type burner 
equipped with automatic air booster for 
clean operation at maximum efficiency. 





Servel Testing New 5-Ton Heating-Cooling Gas Unit 


Field testing has started on a new five- 
ton Servel gas-operated heating-cooling air 
conditioner, smaller in size and lighter in 
weight than present Servel models of simi- 
lar capacity. 

First two test models of the experimen- 
tal unit have been set up in Texas and In- 
diana and additional test installations will 
be made soon in many other sections of 
the U. S. to provide performance informa- 
tion under various climate and weather 
‘onditions. 

The new experimental model, pres- 
ently known as XFE-96-G, is of the direct- 
fired, single-coil type that proved so suc- 
cessful in Servel’s 34%2-ton “Sun Valley” 
model. Its refrigerating cycle will provide 
the cooling equivalent of five tons of ice 
per day. Its heating cycle will have a ca- 
pacity of 96,000 Btu per hour. 

Comparison of the specifications of the 
experimental model with those of present 
five-ton units indicate that the proposed 
unit will be easier to handle and install, 
and will require less than half as much 
floor space. Here are the comparative 
hgures 


Present 
Models 
6614-in. 
$414-in. 
5714-in. 
3009 Ib 


Experimental 
Model 
6234-in. 
815%-in. 
26%4-in. 
1200 Ib 


Width 
Height 
Depth 
Weight 


Compact design of the proposed unit 
will permit it to be shipped complete with 


controls in one package, and to be de 
livered to the site ready for installation 
It can be attached to utility services in ap 
proximately one hour. 

It will have minimum electric power re 
quirements. The fan will be operated by 
a %2-hp motor, and auxiliary controls re- 
quire only 50 watts. 


- ge 
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Superior stuffing box 

minimizes friction, 

maintains uniform flag position, 
provides gas tight seal 


One-piece diaphragm carriage 
assures positive alignment 


Accurate assembly methods, 
supervised by modern.quality control systems, 
assure minimuni wear, noise and friction 


Precise, long-wearing 
noiseless valves and guides 


Sturdy, rigid table maintains alignment, 
thus reducing wear. 


Spot-welded diaphragm rings 


High quality, specially treated diaphragms 


ee EITHER YOU BUY IT BUILT IN:-- 


Low meter maintenance is easy to take for 
granted. A meter you buy today will not cost 
anything at all for maintenance for 6 to 10 
years. Even then it will be difficult to tell which 
brand of meter saves that extra few minutes in 
the repair shop . . . which meter best resists the 
effects of wear and age on valves, diaphragms, 
tangents, and other vital parts . . . which meter 
is capable of running another period or another 
generation without losing revenue or costing 
too much for maintenance. 

However these points are the most vital con- 
siderations in your selection of meters. 


Superior Meters have been highly respected 
for sustained accuracy and low maintenance by 
two generations of meter men in the country’s 
leading gas utilities. Ask our engineers to show 
you the many design details that have earned 
this reputation. _ 


SUPERIOR METER COMPANY, INC. 
19 West 50th St., New York 20, N. Y. 


A SUBSIDIARY OF NEPTUNE METER COMPANY 
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OR YOU DON’T GET IT 
AT ALL! 
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Send for Bulletin No. 1100 


SALES OFFICES: Atlanta, Boston, Chicago, Dallas, Denver, 
Los Angeles, Louisville, No. Kansas City, Philadelphia, 
Portland, Ore., San Francisco (Millbrae) 
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Merchandising News 





Internal-Flue Heater 
Has Stone and Glass Lining 
The advantages of corrosion proof glass 
and stone lining, in an internal-flue auto 
Lb a matic storage watel 
—_— << heater, are available 
in the new Model D- 
SL heater introduced 
by the Hotstream 
Heater Company, 
Cleveland, Ohio. In 
the new heater, the 
inner wall and top 
are lined with a dur- 
able stonelining, and 
the flue and bottom 
of the tank are glass- 
lined, both linings 
which cannot rust, 
corrode, or stain. 
Model D-SL heat- 
ers are available in 
30 and 40-gal sizes 
for natural, manu- 
factured, or LP- 
gases. The storage 
tank is warranted for 10 years, with the 
last eight-year period on an annual pro 
rated basis. 

Model D-SL has a heavy-gage steel 
jacket with white baked enamel finish, 
trimmed with green baked enamel on the 
door, top, base, and legs. 


Reputation Outweighs Price 
In Gas Range Purchases 
Reputation, outweighing price by about 
3 to 1, was marked the foremost considera- 
tion of the housewife in purchasing a gas 
range in a tabulation of several thousand 
registration cards returned to the Geo. 
D. Roper Corporation. Each new range 
sold carried a registration card which in- 
vited the purchaser to fill out the question- 
naire and return to the company. In 
answer to the question, “What caused you 
to select a Roper?” 66 percent checked 
“reputation,” 36 percent, “exclusive feat- 
ures”; 44 percent “appearance”; and only 
21 percent indicated that price was the 
influencing factor. 


Annual ‘‘Call’’ to Promote 
Kitchen Styled in Steel 


Third annual “Kitchen Call” promotion 
of steel kitchen cabinets and built-in ap 
pliances, has been scheduled May 8& 
through 22 by United States Steel. Symbol 
of the promotion is a woman with a high 
style hat that carries the slogan, “Call for 
a Kitchen Styled in Steel.” 

U. S. Steel advertising will reach the 
consumer through television, newspapers. 
and a fanfold in Forecast for Home Eco 
nomists. In addition, Steel is offering con- 
sumers a free Kitchen Planning Book and 
a listing of steel kitchen equipment 
dealers. 

“Kitchen Call” tie-in by manufacturers. 
distributors and dealers, newspapers, tele 
vision stations, banks, and gas companies 
are urged by U. S. Steel. All who partici- 
pate will be encouraged to use the 
“Kitchen Call” symbol and slogan in every 
way possible. 


Empire Introduces Automatic 
Gas Wall Recessed Heater 
Using a principle of forced air heating. 
described as Counter Flow Action, the 
new automatic gas wall recessed heater, of 
Empire Stove Company, Belleville, Illi 
nois, effectively eliminates uncomfortable. 
uneconomical heat stratification. The Em 
pire forced air heater is designed to solve 
heating problems encountered in attics, 
basement rumpus rooms, reception halls. 
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Largest exhibit at 41st National Hotel Exposition, held in the giant new air-conditioned New 
York Coliseum, was the AGA combined commercial cooking exhibit, covering some 4000 sq ft to 
accommodate 14 cooperating exhibitors. More than 50,000 visitors attended the show. 





and other hard-to-heat rooms. Extra- 
powerful blowers move 275 to 475 cu ft of 
air per minute, or five times as much as 
most other wall recessed heaters. Special 
construction features, such as a separate 
opening draft diverter, improved com- 
bustion chamber and new burner design. 
increase heating efficiency for maximum 
fuel savings. In addition, all disturbing 
“warming-up” noises have been “engi- 
neered out” for quiet operation 


Rheem Introduces 
New Counterflow Furnaces 


A new counterflow furnace has been in- 
troduced by the plumbing and heating 
division of Rheem Manufacturing Com- 

pany. As a result of 

Rheem furnace popu- 

larity in counterflow 

installations, new en- 

gineering and design 

efforts were focused 

to achieve this new 

compact counterflow 

Conserving approxi- 

mately 13 in. of ver- 

tical space, the new 

furnace is installed 

easier and allows 

more space for the 

installation of the 

Rheemaire air con- 

ditioning in counter- 

flow heating systems 

Heat exchangers of 

the counterflow have been re-engineered 

to improve the efficiency of Rheem warm 

air furnaces. The counterflow is equipped 

with milled slot burners, cross-slot igni- 

tion from a single pilot light and high ca- 

pacity blower, and built-in vent pipe with 
draft diverter 


Servel Cuts Factory Price 
On Air Conditioning Units 


In spite of rising material and labor 
costs, Servel, Inc. has cut the factory price 
of its 342-ton gas-operated “Sun Valley” 
air conditioner seven percent 

In revealing the factory price reduction, 
\. J. DeFino, vice president and general 
manager, pointed out that basic raw ma- 
terial prices have increased from 5 to 7 
percent. However, the company has been 
able to cut its factory price seven percent 
in the face of rising costs and contrary to 
the trend to higher prices in many fields 
by a capital investment which doubled our 
rate of production, improved manufac- 
turing techniques, and by design changes 
which not only lowered the cost of the 
product but also increased its performance 
efficiency 


New Wall Heater Line 
Introduced by Martin 


A new line of vented single and dual 
gas wall heaters, in sizes from 25,000 to 
60,000 Btu input capacities, has been 
introduced by Martin Stamping & Stove 
Company of Huntsville, Alabama. The 
wall heaters, finished with a_ beautiful 
copper-toned, baked enamel and compli 
mented with an attractive all mesh screen. 
are available with or without blowers 
They are designed to fit between studs on 
16-in. centers on all standard walls. The 
new Martin wall heater meets AGA re- 
quirements for natural, manufactured, and 
mixed and LP gases, and carries the AGA 
Seal of Approval. 


i 


New 20,000 Btu Input 
Incinerator Introduced 


The Incineration Division of Bowse 
Inc., has added a new 20,000 Btu input 
gas-fired incinerator to its domestic line. 

Named Smogmaster, the new unit dis 
poses of all household waste with virtual!) 
no smoke, odor or fly ash. This operation 
is attained through a primary and secon 
dary combustion principle, accomplished 
by three exclusive features, consisting 0! 
a primary-secondary air-rater that meas- 
ures and directs air both inside and ovt 
side, a fluted combustion chamber line! 
and a special dome where the directed 
outside air flow furnishes the oxygen 
needed for accelerated secondary com 
bustion. 

The new unit incorporates the latest 
modern incineration design, is complete’) 
automatic and AGA approved for us¢ 
with natural, manufactured, mixed aid 
LP-gases. 
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CALENDAR 





OF THE GAS UTILITY 


INDUSTRY 










‘ebruary 

3- 5 Public Utility Buyers’ Group. 
National Association of Purchasing 
Agents, The Brown Hotel, Louis- 
ville, Kentucky. 

4- 6 AGA Home Service Workshop, 
King Edward-Sheraton Hotel, To- 
ronto, Ontario, Canada. 

4- 8 Western winter radio-television 
and appliance market, Western Mer- 
chandise Mart, San Francisco. 

25-Mar. 1 American Society of Heat- 
ing and Air Conditioning Engineers, 
annual meeting and exposition, Chi- 


















































8-11 


hicles and corrosion conference. 


AGA distribution, motor ve- 


Rice Hotel, Houston, Texas. 
14-17 American Home Laundry Manu- 


facturers Association, annual con- 
vention, French Lick, Indiana. 
16-18 AGA sales conference on in- 


dustrial and commercial gas, Jung 
Hotel, New Orleans, Louisiana. 
16-18 University of Oklahoma 
Measurement Short Course, 
man, Oklahoma. 
24-25 Pacific Coast Association, 
accounting section, spring con- 


Gas 


Nor- 


Gas 


20-24 National Fire Protection Asso- 
ciation, annual meeting, Hotel Stat- 
ler, Los Angeles. 

21-22 AGA industrial and commercial 
gas section, managing committee, 
Sea Island, Georgia. 

21-23 Pennsylvania Gas Association, 
annual meeting, Pocono Manor Inn, 
Pocono Manor, Pennsylvania. 


June 

2- 5 American Gear Manufacturers 
Association, annual meeting, The 
Homestead, Hot Springs, Virginia. 

































° caso, Hlinois. ference, LaPlaya Hotel, Carmel. 2- 5 The American Society for Re- 
California. frigerating Engineers, Hotel Fon- 
; March 25-26 Indiana Gas Association, annual tainebleau, Miami Beach, Florida. 
7 GAMA automatic gas range con- PeRERS. French Lick-Sheraton 3- 5 American Management Associa- 
ference, Barbizon Plaza Hotel, New P Hotel, French Lick, Indiana. tion, general management confer- 
¥ York. 29-May 1 Southern Gas Association, ence, Statler Hotel, New York. 
“ 11-14 National Electrical Manufac- annual meeting, New Orleans, Louis- 3- 5 Institute of Appliance Manufac- 
ve turers Association, Edgewater Beach — turers, Netherland-Hilton Hotel, 
. Hotel, Chicago, Illinois. Ma Cincinnati, Ohio 
' 11-15 National Association of Corro- y 4-6 Appalachian Underground Short 
n. sion Engineers, Kiel Auditorium, St. 6- 7 AGA residential gas section, Course, West Virginia University, 
rs Louis, Missouri. eastern sales conference, Hotel Wil- Morgantown, West Virginia. . 
* 18-21 ASME gas turbine power con- lam Penn, ra, roeeer tne. 16-21 American Society for Testing 
aa ference, Sheraton-Cadillac, Detroit, 6- 8 Air Conditioning and Refrigera- Materials, Chalfonte-Haddon Hall. 
ad Michigan. tion Institute, annual meeting, The Atlantic City, New Jersey. 
iA 21-22 NEGA, annual meeting, Hotel Homestead, Hot Springs, \ irginia. 22-25 ASME petroleum mechanical 
Statler. Boston. Massachusetts. 6-10 National Restaurant Association per Park Lodge, Jasper, Alberta, 
25-27 Mid-West Gas Association. convention and exposition, Navy Canada. a 
Hotel Nicollet, Minneapolis, Min- rice, Chicago (AGA —_ caneint). 24-25 Michigan Gas Association, 
nesota. Las 9 AGA research & utilization — Grand Hotel, Mackinac Island, 
25-27 AGA general management sec- ference, Cleveland, Ohio. Midian, 
a Edgewater Gu Hotel, Edge- =o Heating, Piping and vias Condi- 25-28 American Home Economics As- 
water Park, Mississippi. . tioning Contractors National Asso- aouietien: St. Cauke Wieowsl (ACA 
25-29 American Society for Metals. ciation, annual meeting, Hotel Fon- will cutis ) 
10th western metal exposition and tainebleau, Miami Beach, Florida. 
congress, Pan Pacific Auditorium 8-10 Joint AGA-PCGA gas supply, July 
and Ambassador Hotel, Los Angeles. transmission and storage conference, 
28-29 Oklahoma Utilities Association, Mark Hopkins Hotel, San Francisco. 22-26 Western ee radio-television 
annual convention, Tulsa Hotel, 12-15 LPGA annual meeting. Conrad and appliance market, Western Mer- 
Tulsa, Oklahoma. Hilton Hotel, Chicago. chandise Mart, San Francisco, Cali- 
" 19-22 Industrial Heating Equipment fornia. 
April Association, Hot Springs, Virginia. 
2- 4 University of Oklahoma Corro- 19-23 ASME oil and gas power con- September 
sion Control Short Course, Exten- ference, Kentucky Hotel. Louisville. 3- 5 Pacific Coast Gas Association 
sion Study Center, Norman, Okla- Kentucky. Convention, San Francisco. 
homa. 20-22 AGA mid-west regional gas sales fornia. 
8-10 National conference of electric conference, Edgewater Beach Hotel. 4- 5 AGA operating section organi- 
- and gas utility accountants, Shera- Chicago, Illinois zation meeting, Sherman Hotel, 
npul ton-Park Hotel, Washington, D. C. 20-22 AGA chemical, engineering and Chicago. 
e. 8-10 GAMA annual meeting, The manufactured gas production con- 6 New Jersey Gas Association, an 
dis Greenbrier, White Sulphur Springs, ference, Balmoral Hotel, Bal Har-’ nual meeting, Spring Lake, New 
wn West Virginia. bour, Florida. Jersey. 
con 
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A new approach to 











AMERICAN? “W” Series Welded Steelcase Meters 


American’s complete line of advance design Welded Steelcase 
Meters presents a completely new concept in meter maintenance 
and retirement. 

These new Welded Steelcase Meters are sturdy and accurate, 
lighter than “hardcase” models, yet comparable in application, 
bringing proven tin meter accuracy possibilities to intermediate 
pressure meters. Every field-proven design feature pioneered 
by American is incorporated. A new weather and corrosion resistant 
coating insures lifetime protection for all normal outdoor sets. 
Special impervious coating for highly corrosive atmospheres is 
available at additional cost. 

For complete information on this new concept in the science 
of gas metering, consult your American Meter representative. 
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— W-60 
Rated Capacity 60cfh FOB Philadelphia 
W-60-LPG 
Rated Capacity 40*cfh FOB Philadelphia 
W-175 
Rated Capacity 175cfh FOB Fullerton, Calif. 
W-210 
Rated Capacity 210cfh FOB Philadelphia 
W-250 
Rated Capacity 250cfh FOB Philadelphia *p 
ropane 


W-300 Rated capacities based on 


Rated Capacity 300cfh FOB Philadelphia psc gc Ds alata 
rop — 5 psi working pressure. 











Ma 
¢ ‘ 
e - 6 GENERAL SALES OFFICE: Somerton, Philadelphia 16, Penna 
AMERICAN Albany - Alhambra - Atlanta - Baltimore - Birmingham 
or Boston - Chicago - Dallas - Denver - Erie + Houston 
co 


Kansas City - Los Angeles - Minneapolis - New York 
YO oO we Op: ae 82 8 DAF. B® 


Omaha - Pittsburgh - San Francisco: Seattie- Tulsa: Wynnewood 
IN CANADA: Canadian Meter Company, Ltd., Milton, Ontario 
Calgary Edmonton - Regina 


SUPPLIERS TO THE GAS INDUSTRY f nca Tinned Steelcase, Aluminumcasée and Welded 
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\/eather Worriers Warned by 
Milwaukee’s Flashing Flame 

A giant Weather Flame that flashes 

ree color weather forecasts has been 
constructed by Milwaukee Gas Light 
Company atop their headquarters build- 
ig. 

Towering more than 24 stories above the 
streets of Milwaukee, the four-ton Weather 
Fiame spectacular is more than 500 times 
the height of an ordinary home cooking 
flame, and can be seen for more than 25 
miles. The $50,000 Flame incorporates 
1800 ft of fluorescent tubing; glows red to 
indicate rising temperatures, gold for 
cooler weather, and blue for no tempera- 
ture change. Flashing of any color signi- 
fies rain. 

This unusual Weather Flame sign was 
selected, S. Lloyd Nemeyer, Milwaukee 
Gas Light president said, as a symbol of 
the company’s public service to the com- 
munity. The Flame is enclosed in a trans- 
lucent “skin” of quarter-inch plastic which 
makes the entire Flame come alive with 
light when illuminated from within by the 
curved multiple rows of tubing. 


Mich Consolidated Expands 
Northern Operations Offices 

Michigan Consolidated Gas Company 
plans to establish a new organization for 
its northern districts with headquarters in 
Mount Pleasant because of the tremen- 
dous growth of its operations in central 
and western Michigan. 





W. J. Marion F. M. Rudman 


Francis M. Rudman has become the 
new general manager of the northern dis- 
tricts with overall supervision of gas dis- 
tribution and sales operations in Big 
Rapids, Cadillac, Greenville, Belding, 
Ludington, Traverse City, Mount Pleasant, 


and a number of other nearby com- 
munities. 

At present, both the northern and 
production, and pipe line districts are 


headquartered in Grand Rapids under 
General Manager James E. Spindle. Spin- 
dle will continue as general manager of 
the pipe line district. 

William J. Marion has been named 
sales manager of the northern districts and 
Reno Maccardini has been appointed en- 
gineer. 


Ohio Fuel Plans Tenth 
Underground Storage Area 


Plans for the development of Ohio Fuel 
Gas Company's tenth underground storage 
area for natural gas, in Vinton County, 
are currently underway. 

The $2,700,000 project, scheduled to 
Start in 1957 pending FPC approval, will 
be named the McArthur underground stor- 
age area. Located west of McArthur, it 
will be Ohio Fuel’s sixth largest storage 
area, with a capacity of 10.5 billion cu ft 
Of gas. 
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South Jersey Gas Company, Atlantic City, New Jersey, has announced the promotion of four 
personnel effective January, 1957. Receiving congratulations from President T. N. Kendall (center) 


they are: (left to right) C. L 


Cranmer, Jr., superintendent of operations, Cumberland division; B. 


W. Conover, general superintendent of operations; F. H. Darlington, new vice president in charge 


of operatic 1s; and C. L 


Silvius, superintendent of operations for the Atlantic City division. 





Gas Trade Orders Foretell 
Further Industrial Boom 


Orders for industrial gas equipment in- 
dicate that 1957 activity in this field will 
be at approximately the same peak level 
aS attained in 1956, according to Ed- 
ward J. Funk, Jr., chairman of GAMA’s 
industrial gas equipment division. The out 
look is favorable not only from the stand- 
point of volume, but also because there 
is good balance in distribution of business 
among consuming industries 

In a number of recent years, Funk says, 
there were occasions when orders for in- 
dustrial gas equipment were concen- 
trated in certain lines of production. This 
does not seem to be the case for 1957. 
Orders seem to be well spread through the 
many applications of gas equipment in 
production roles. This is a most healthy 
condition. 

Funk, who is vice president of the C. M. 
Kemp Manufacturing Company, Balti- 
more, Maryland, pointed out that his in- 
dustry’s order books are an important 


index to future expenditures in the vast 
industrial plant and equipment expansion 
program that played so large a 
1956 prosperity 


part in 





Listening to a curb box locator at a recent dis- 
play of the company's safety equipment is 
James N. Land, member of the board of direc- 
tors of Equitable Gas Company. The demonstra 
tion featured protective devices for both public 
and employees 
masks, street barricades, pipeline locators, gas 
detectors, and ear protectors. Left to right 
James M. Bovard, Sydney K. Schiff, Land, direc- 
tors; Donald B. Beecher, director, 
dent, and general 
Equitable president; and James H. Marks, vice 
president in charge of operations 


including explosimeters, gas 


vice presi 





manager; A. W. Conover, 





NEWS NOTES: 


A record $30,800,400 budget covering 
1957 construction expenditures for Lone 
Star Gas Company and its wholly-owned 
subsidiary, Lone Star Producing Com- 
pany, has been announced. This budget 
represents $26,750,600 in new construc- 
tion, and $4,049,800 in improvements of 
present customer service facilities. Further 
breakdown of the budget shows the follow- 
ing: General division of distribution, $5,- 
570,800; Dallas division of distribution, 
$3,238,000, and Fort Worth division of 
distribution, $3,519,000. For the general 
division $3,772,500 has been allocated for 
new main construction and $1,798,300 for 
improvements to present customer service 
facilities, including fortification of local 
gas distribution mains. 

The Peoples Natural Gas Company, 
Pittsburgh, has announced a new policy 
of awarding engraved gold watches to men 
and women who have been with firm 25 
or more years. The experience of the 467 
veteran company employees, H. D. Bor- 
ger, Peoples’ president, said, has been an 
important factor in enabling the company 
to provide good gas service. 

Inland Natural Gas Company, Kam- 
loops, British Columbia, will purchase the 
city-owned gas works at Nelson, British 
Columbia, for $70,000 and pay the city 
three percent of its annual income. En- 
franchisement for the purchase has been 
approved by the B. C. government. 

AGA Selects Chicago for 1959 Conven- 
tion. Sessions will be held October 5-7 at 
the Conrad Hilton Hotel. The AGA con- 
vention has been held in Chicago six 
times previously, last in 1949. St. Louis 
will be the site of the 1957 convention, 
and Atlantic City will be the site in 1958. 

Southern Union Gas Company added 
the 30th New Mexico town to its natural 
gas distribution system with the purchase 
of Clayton from Pioneer Natural Gas 
Company. Southern Union’s new manager 
in Clayton is Martin E. Nesbitt. 


Con Edison’s safety director William 
F. Brown served as consultant at the first 
European Productivity Agency’s Indus- 
trial Safety Conference held in Paris 
recently. Following his work in coordi- 
nating and planning the week-long con- 
ference, Brown toured many of the mem- 
ber nations to assist them in setting up 
national safety groups and councils. 
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WHAT WILL 
YOUR 
PIPE LINES 
LOOK LIKE 
10 YEARS 
FROM NOW 





In case after case, lines protected 
with TAPECOAT have been dug 
up after more than 10 years of serv- 
ice with no signs of deterioration on 
the pipe surfaces uncovered. That’s 
why TAPECOAT coal tar coating 
is specified by those who realize 
that continuing protection is the 
first consideration. 

Since 1941, this quality coal tar 
coating in handy tape form has 
demonstrated its ability to with- 
stand corrosion year after year, 
above and below ground, on pipe, 
pipe joints, couplings and other 
vulnerable surfaces. 

Why gamble with ‘‘unknown’’ 
protection? By using TAPECOAT, 
you'll be sure to have the quality 
protection you need for long serv- 
ice life without costly maintenance 
and replacement. 


The Write for brochure and prices 


Coating in 
Tape Form 


1567 Lyons Street 
Evanston, Illinois 


Men At Work 


IN THE 


GAS UTILITY INDUSTR 





@ Thomas J. Fagan has joined the pro- 
motion bureau of the American Gas As- 
sociation as special assistant to the Mrs. 
American campaign. He will work closely 
with co-sponsors of the Mrs. America con- 
test and assist gas companies in setting up 
local and state contests 


© Dr. Paul J. Flory, eminent scientist of 
Cornell University, where he is professor 
of chemistry and acting chairman of the 
chemistry department, has been chosen 
executive director of research at Mellon 
Institute, University of Pittsburgh, Pitts- 
burgh, Pennsylvania. 


@ Worcester Gas Light Company has 
announced the following two promotions. 
John F. Wood, former Framingham divi- 
sion manager, has been transferred to 
Worcester as division manager and is suc- 
ceeded at Framingham by Donald H. Story 
of Northboro, an engineer with the Fram- 
ingham division. The Worcester vacancy 
was caused by the recent death of Harry 
Eisenberg. 


@® Glen M. Garvin, formerly manager 
of the Kamloops Board of Trade, has 
been appointed sales promotion manager 
for the Inland Natural Gas Company, 
Ltd., which will serve much of interior 
British Columbia with gas from the West- 
coast Transmission Company's mainline. 
H. Laub will be southern area sales man- 
ager, administering the territory extend- 
ing from Nelson to Kelowna from Inland’s 
Penticton office 


H. M. Hibler C.J. Melrose 


@ Spokane Natural Gas Company has 
announced two appointments: Howard 
M. Hibler as manager of distribution and 
C. J. Melrose as chief engineer. Formerly 
assistant project manager of the Spokane 
project of Fish Service & Management 
Corporation, Hibler was largely respon- 
sible for engineering and design of the new 
Spokane gas distribution system. Melrose 
was formerly manager of operations. 


@ F. J. Sherman has been appointed pur- 
chasing agent of Laclede Gas Company. 
St. Louis, Missouri, succeeding F. A. Horr 
who has retired. 





Philip T. Dashiell 

Retired vice president of the Phila- 
delphia Gas Works, Philip T. Dashiell 
died December 25, 1956. He was 77. 

For his technical work in the field of 
gas manufacture, Dashiell was awarded 
the Beal Medal of the American Gas 
Association in 1931, the Walton Clark 
Medal of The Franklin Institute in 
1932, and the distinguished service 
award of the AGA in 1948, and he held 
an honorary doctorate in engineering 
from the Stevens Institute. Hoboken, 
New Jersey. 








@ Peoples Gas System has announced t! 
promotion of John C, Bolender, vice pres 
dent and general manager, to the new 
created position of vice president — a 
ministration—system, and David M. Eck- 
man, former vice president and gener 
superintendent of the Battle Creek (Mict 
can) Gas Company, to the new post of vi 
president — operations — system. 

@ Four promotions have been announced 
in the gas distribution department of Pub- 
lic Service Electric and Gas Company i 
cluding: Dewey A. Hagen, from division 
superintendent, Central division, to senior 
engineer, general office; Harold C. Roem- 
mele, from division to staff engineer 
Southern division, to division superinten- 
dent, Central division; James C. Costello, 
from superintendent of distribution, Sum- 
mit-Morristown district, to division stafi 
engineer, Southern division; and Peter J. 
Kassak, from assistant to superintendent 
of that district. 


@ John V. Goodman, chief system geolo 
gist, Equitable Gas Company, has been 
elected vice president and chief system 
geologist. He will be responsible for all 
geological functions throughout the sys 
tem, including underground gas storage 
well construction and well exploration. 


@ Charles C. Eeles has been promoted to 
manager of industrial sales for the Ohio 
Fuel Gas Company. He succeeds Ralph 
S. Wenner, who retired recently. During 
the past two years Eeles was assistant to 
Wenner. 


SAFETY 


by SURVEY 


SAVINGS 


by REPAIR 


Hundreds of gas distribution 
firms have materially improved 
their safety factor and substantially 
reduced ‘‘unaccounted-for’’ by 
employing SOUTHERN CROSS 
FORESTERS to locate and repaii 
repair their street leakage. 

There is a plan to fit your systen 
whether you maintain 5 or 5,00( 
miles of main. 


SOUTHERN 
CROSS 
FORESTERS 


3766 Buford Hwy. 
Atlanta, Ga. 
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Peak Shavings 


.... With laughing gas Couplings, Sleeves 
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An old fellow was crossing a busy intersection when a large 
Bernard ran past him and bowled him over. The next in- @ Save Time 
int a small foreign sports car skidded around the corner 
i flicting more serious bruises. e Handle Easily 
A bystander helped him to his feet and someone asked if Give D 
6 
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TRADE PERSONALS 


MEN WORKING WITH THE 
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@ Dick Geier has been promoted to ad- 
vertising and sales promotion manager of 
the home appliance division of Servel, Inc. 
@ Dresser Manufacturing Division, 
Bradford, Pennsylvania, has announced 
three sales representative appointments. 
They are: Jack Bradigan as sales represen- 
tative in sections of New York, Pennsyl- 
vania and Ohio; Thomas L. Vance as 
southwestern sales representative for the 
gas industry, and Cornelius Zippro as 
sales representative in the southeast area 
with headquarters in Atlanta, Georgia. 
@ Miss Patricia Hendrick has been ap- 
pointed home service director of the 
Harper-Wyman Company. She will super- 
vise the operation of a fully-equipped test 
kitchen in the general offices in Chicago 
and direct all home service activities in- 
cluding the field testing of Harper-Wyman 
gas range equipment, and basic testing of 
current and new products for the engi- 
neering, research, and the sales depart- 
ments. 


Dolph Jansen Jr. Pat Hendrick 

@ Dolph Jansen Jr. has been named 
executive vice president and director of the 
newly formed firm of Gregory & House & 
Jansen Inc. of Cleveland. Formerly, Jan- 
sen has served as merchandising consul- 
tant to GAMA on the Gas Industry De- 
velopment Program, working with utility 
companies, distributors, dealers, and ap- 
pliance manufacturers. 

@ Sprague Meter Company has re-elected 
the following directors: F. L. Fairchild, 
chairman; Robert H. Whitney; Edward R. 
Meade; P. K. Smith; Fred R. Carstensen; 
Ada I. Ayre, and Edith L. Ballou. Othe: 
officers elected were: F. L. Fairchild, presi- 
E. J. Werthman, vice president; E. L. Bal- 
lou, secretary; James J. Boyle, assistant 
secretary; and Charles H. Abbott, 
treasurer. 


T. E. Nixon W. A. Hoy 

@ Thomas E. Nixon has been promoted 
to assistant advertising director-develop- 
ment and Walter A. Hoy has been named 
to the advertising staff to handle produc- 
tion for the Tappan Stove Company. 

@ Hills-McCanna Company, Chicago, 
has appointed Philip T. Rogers as product 
sales manager of the valve sales depart- 
ment. 
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@ Thomas D. Bromley has been elected 
president of the Dura-Vent Corporation 
of Redwood City, California. Formerly 
he was vice president in charge of sales of 
the Peerless Manufacturing Corporation 
of Louisville, Kentucky, which position he 
continues to hold. 

@ Chauncey N. Mynderse, vice president 
and director of Robertshaw-Fulton Con- 
trols Company since its formation, has 
announced his retirement by personal let- 
ter to each employee of Fulton Sylphon 
Division, of Knoxville, Tennessee, with 
which he was associated for 40 years. 

@ Hydrotherm, Inc., Northvale, New Jer- 
sey, has appointed the Gene Arledge Com- 
pany, Inc., Jackson, Mississippi, and Ed- 
ward J. Walsh, Toronto, Ontario, Canada, 
as representatives. Both organizations are 
specialists in gas-fired heating equipment, 
and will be responsible for Hydrotherm 
sales and service in their areas. 

@ Richard G. Schultz has been named 
district supervisor in New York State and 
some provinces of Canada by Heath Sur- 
vey Consultants, Inc., Wellesley, Massa- 
chusetts. 


R. G. Schultz E. D. 


@ M. M. Hedges Manufacturing Com- 
pany, Inc., Chattanooga, Tennessee, manu- 
facturers of automatic water heaters, has 
announced the promotion of E. Douglas 
White to assistant sales manager. 

@ Henry Weyenberg has been appointed 
manager, product engineering, Lewisburg, 
Tennessee, division of Florence Stove 
Company. He formerly was executive vice 
president of H. E. Morse Company, Hol- 
land, Michigan. 

@ Robert K. Eskey, former chief engi- 
neer, has been named sales manager of the 
“All-Year” air conditioning division of 
Servel, Inc. John N. Davidson, former 
manager of Servel’s defense division, suc- 
ceeds Eskew as chief engineer for air con- 
ditioning products. 

John P. (Jack) Kimball has been appointed 
director of the Norge Sales Institute, a new 
department of Norge Division, Borg- 
Warner Corporation. 

@ Oronite Chemical Company has an- 
nounced division of its Eastern sales re- 
gion into two sales districts, and listed 
these key promotions; E. J. Van Buskirk 
has been appointed manager of the north- 
eastern district and will handle Oronite’s 
sales program in New York, northern New 
lersey, the New England states, and east- 
ern Canada. B. W. Colaianni has been 
named manager of the southeastern dis- 
trict and will handle company operations 
in southern New Jersey, eastern Pennsyl- 
vania, and the South. J. H. Selby has been 
appointed manager — special accounts, 
eastern sales region. J. R. Stitt will con- 
tinue to supervise Oronite’s eastern re- 
gional sales and coordinate the activities 
of the new sales offices. 


A. L. Hollinger D. K. Martin 


@ Albert L. Hollinger, vice president, 
Surface Combustion Corporation, Toledo, 
Ohio, has been appointed vice president 
in charge of sales of all industrial divi- 
sions of the corporation, including steel! 
mill, heat treat, glass, kathabar air con- 
ditioning, gas production, and foreign 
sales divisions. Donald K. Martin, Pitts- 
burgh district sales manager, is the newly 
appointed sales manager of the steel mil! 
division. 

@ Quentin M. Bloom has been promoted 
to manager, furnace and kiln division, and 
Charles A. McFadden to manager, genera! 
industry division of Selas Corporation of 
America. 

@ Utility Appliance Corporation, Los 
Angeles, has named Leo Hungerford di- 
rector of sales engineering for the firm’s 
entire line of products. 





William B. Smith 

William B. Smith, sales representa 
tive for American Meter Company, 
died recently at his home in Owens 
boro, Kentucky. 

Smith had worked ii. the gas indus 
try since 1911. He began his career 
with Manufacturers Light and Heat 
Company, Pittsburgh, and joined 
American Meter Company in 1928 as 
a Salesman for American’s Westcott & 
Gries Division in Tulsa, Oklahoma. 
In 1930, he was appointed sales rep- 
resentative for American Meter Com- 
pany in West Virginia and Kentucky, 
a post he held until his death. 

John Pierre Feyereisen, Jr. 

John Pierre Feyereisen, Jr., of 
Sprague Meter Company, died recently 
at the Mt. Sinai Hospital, New York 
City, after a lingering illness. He has 
been with Sprague for 20 years as ad- 
vertising manager and assistant to the 
president. 

Victor Mauck 

Dean of the automatic water heate: 
industry and until last January, chair 
ee = man of the boards 

of the John Wood 
Company anc 
Nicolet Indus 
tries, Inc., Victo 
Mauck died or 
December 2. H« 
was 82. Mauch 
was associate: 
with John Woo 
Company for 6 
a L years. He joine 

Victor Mauck the firm in 189 
as office boy and eight years later, a 
the age of 26, bought the company. H 
was the first to perfect the continuou 
welding of tube steel in large diameter 
and heavy gages, a process that toda 
accounts for about 90 percent of al 
steel welding. He was one of the found 
ers of the American Welding Society 
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the RHEEM Holiday water heater is a beauty 


Here’s the water heater housewives want, and home- 
builders know it! A Rheem Holiday water heater that 
actually helps show off a room. Any room—down- 
stairs in the recreation room, upstairs in the kitchen. 

It’s square on all four sides. Fits flat to a wall, un- 
der wall cabinets and right up against other cabinets 
or appliances. Colors tie right in, too! Special re- 
movable panels come in chrome, yellow, turquoise 
or pink. And if these aren’t just what milady had in 


mind, she can spray the panels any color she wants. 

More than beauty, this new Rheem gives your 
customers longer water heater life! For inside there’s 
a tank lined with Rheemglas—made from the famous 
Rheem Frit that stands up better and resists the 
chemical action of hot water! 

Indeed, the all-new Holiday is your answer to new 
home installations—older home replacements. Avail- 
able in 30, 40 and 50 gallon sizes. 











YOU CAN RELY ON g eem THE BIG NAME IN COMFORT PRODUCTS FOR THE HOME 


Home Products Division of Rheem Mfg. Co. 
South Gate, Calif., Chicago, Ill., Sparrows Pt., Md. 
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Trade Personals 


@ The Frank G. Hough Company, Lib 
ertyville, Illinois, has announced the ap- 
pointment of Robert L. Knox and Herman 
R. Brown as assistant sales managers. 


vag ee 





A ; 
R. L. Knox H. R. Brown 


@ J. L. Mauthe has been elected chair- 
man of the board of The Youngstown 
Sheet and Tube Company. A. S. Gloss- 
brenner, former vice president of opera- 
tions, has been elected president, succeed- 
ing Mauthe. Walter E. Watson, forme! 
first vice president, has been elected vice 
chairman of the board. 

Other elections were: William H. Yeck- 

ley, former manager of steel operations 
to vice president of operations and Fred- 
erick M. Mayer, president of Continental 
Supply Company (a former Sheet and 
Tube subsidiary, and now a division) to 
vice president. 
@ Heath Survey Consultants, Inc., Wel- 
lesley, Massachusetts, has announced the 
promotion of G. Richard Weaver to dis- 
trict supervisor of operations in Northern 
California, Idaho, Oregon, Washington, 
and British Columbia. 


G. R. Weaver R. E. Buckholdt 


@ Robert E. Buckholdt has been ap 
pointed manager of engineering for Selas 
Corporation of American, Dresher, Penn- 
sylvania. 

@ Charles E. Yeoman has been appointed 
manager of the new Coleman Company 
sales branch at Peoria, Illinois. Lawrence 
T. Ash, formerly with the utility opera 
tions department, succeeds Yeoman as 
southeastern regional sales manager, heat- 
ing and air conditioning division. 

@ A. O. Smith Corporation has elected 
three new officers. Named as vice presi- 
dents were U. T. Kuechle, former auto- 
motive general sales manager, and Roy A. 
Dingman, former director of industrial 
relations. Robert A. Rietz was named as 
sistant secretary. 

@ T. M. Cook has been appointed south 
western division manager of Florence 
Stove Company. 

@ H. E. Bramston-Cook has been elected 
a member of the board of directors of 
Oronite Chemical Company, chemical 
subsidiary of Standard Oil Company of 
California. N. E. Hathaway has been ap 
pointed to the new position of general 
sales manager, with headquarters in San 
Francisco; J. R. Stitt has been named co 
ordinator of marketing to replace Hatha 
way, in San Francisco, and T. M. Welton, 
has been appointed eastern regional sales 
manager to succeed Stitt. 

@ John Veckly has been appointed 
director of the advertising division of 
United States Steel Corporation. 


38 


@ John R. Duffy has been appointed 
chief engineer of the Lindberg Engineer- 
ing Company, Chicago. In addition to 
directing activities of an expanded engi- 
neering department, he will be responsible 
for the design of the company’s complete 
line of heat treating furnaces, kilns, and 
high vacuum heating equipment. 

@ Dr. C. S. Corbett, nationally known 
geologist, has become associated with Pea- 
cock Corporation of Westfield, New Jer- 
sey. He will devote his time to geological 
studies and consultations in connection 
with underground storage of LPG and 
natural gas, a new service offered by Pea- 
cock in addition to the design and installa- 
tion of above ground facilities. 

@ Joseph A. Heiman has been named 
purchasing agent for Rockwell Manufac- 
turing Company’s Instrument Division at 
Tulsa, Oklahoma. 


Cc» 


Caan 


* 
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W.T. Kiehl, Jr. 


@ All personal, fire, casualty, auto, and 
other insurance programs maintained by 
Rockwell Manufacturing Company have 
been put in charge of a newly created in- 
surance department. William T. Kiehl, Jr., 
assistant to the executive vice president, 
has been appointed general manager of 
the new department. George Schaefer has 
been named assistant to Kiehl. 

@ Robert A. Wittman, prominent con- 
sultant in the gas appliance industry 
known for his many outstanding industry 
contributions, has joined the engineering 
and research staff of Florence Stove Com- 
pany. Wittman previously was director of 
research for the Hardwick Stove Com- 
pany. 

@ Ralph D. Scoppa, former general sales 
manager of Hopkins Equipment Com- 
pany, Norge Atlanta distributor, has been 
appointed home laundry sales promotion 
manager for Norge Division, Borg-Warner 
Corporation, Chicago. Scoppa will direct 
promotion on Norge automatic and wring- 
er washers, and automatic gas clothes 
dryers. 


George Schaefer 


Dr. S. F. Faunce 


@ Dr. Stuart F. Faunce has been named 
director of new product development by 
John Wood Company. He will be respon- 
sible for the development of new prod- 
ucts and major changes to existing prod- 
ucts manufactured by the company’s op- 
erating divisions in the U. S. and Canada. 
@ Edward M. Imhoff has been elected 
treasurer of the Pioneer Service & Engi- 
neering Company to succeed the late Ray 
mond F. Linehan. Imhoff was formerly 
associated with the Federal Power Com- 
mission as assistant chief of the Bureau 
of Rates and Gas Certificates. 


R. D. Scoppa 


@ Robert B. Kitzmiller has been nam d 
Los Angeles district sales manager an 
A. J. Komich has become gas produc 
manager of Rockwell Manufacturi 
Company’s Meter and Valve Division. 


Bs. 


R. B. Kitzmiller A. J. Komich 


W. J. Keegan S. W. Weill 

@ William J. Keegan has been elected 
president of The Siegler Corporation’s sub- 
sidiary, General Water Heater Corpora 
tion, Burbank, California, succeeding 
John G. Brooks, Siegler president, who 
has served as interim president of the sub- 
sidiary since its acquisition by the parent 
company July, 1956. 

@ Sol W. Weill has been named to the 
position of eastern promotional manager 
of the Geo. D. Roper Corporation, Rock- 
ford, Illinois. He will work out of the 
company’s Philadelphia office. 

@ James E. Arnold, newly-appointed 
sales promotion manager for the Maytag 
East Coast company, has assumed his 
duties at the distributor headquarters in 
Jacksonville, Florida. 


J. E. Arnold G. A. Gilbertson 
@ Frank G. Hough, founder and presi 
dent of The Frank G. Hough Company 
has been elected to the newly created office 
of chairman of the board of directors. G. 
A. Gilbertson, formerly executive vice 
president and general manager, has beer 
elected president and chief operating 
officer. 

@ Aaron Kaplan, formerly with L. Sor- 
neborn Sons, Inc., has joined the staff o! 
Gas Purifying Materials Company, Irc 
of New York as manager of industria 
sales. 

@ Norman R. Millard has been appoin 
manager of sales to utilities for Phic 
Corporation’s appliance division. He wi 
work with utilities in the promotion 
Philco-Bendix and Philco laundry equ 
ment, particularly automatic clothes d°) 
ers and Duomatic combination autom: ti 
washer-dryers. 
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| obertshaw-Fulton Controls Company 
s announced that an agreement has been 
iched with Acro Manufacturing Com- 
piny, Columbus, Ohio, whereby Robert- 
spaw-Fulton will acquire all of the as- 
s and business of Acro Manufacturing. 
manufacturer of electric switches and 
suse heating controls, Acro has plants at 
jlumbus and Hillsboro, Ohio. 
Also announced by Robertshaw-Fulton 
yntrols Company was the acquisition of 
1e Beta Corporation, Richmond, Vir- 
nia, manufacturers of specialized vibra- 
on monitoring equipment. Beta Corpora- 
on’s operation will be moved to Philadel- 
phia and consolidated with the Fielden 
Instrument Division, a unit of Robertshaw- 
Fulton. 


ae a a 


Surface Combustion Corporation has an- 
nounced that a 12,400 sq ft modern en- 
gineers building will be added to the com- 
pany’s Toledo plant facilities. Modern, ait 
conditioned quarters will house engineer- 
ing and drafting groups and add 30 per- 
cent to the existing design capacity of the 
company. The new engineers building is a 
part of a general company growth pro- 











ed gram which includes the recently com- 
Ib pleted addition of a modern 20,000 sq ft 
da manufacturing plant in Toledo, also the 
ing ground breaking of a new 43,000 sq ft 
ho plant of the Webster Engineering Com- 
ub- pany, Surface owned industrial burner 
en division in Tulsa, Oklahoma. 
the William L. Lyon, president of Norwalk 
gel Valve Company is visiting Australia, New 
ck Zealand, and Hawaii exploring business 
the opportunities created for American firms 
. by the expansion of the gas industry in 
ited these countries. Norwalk Valve Company 
‘tag manufactures check valves, regulators, 
his filters, and other equipment for the control 
5 In of gas and air. 


Pipe line owners have long recognized the necessity of 
protecting their pipe lines against corrosion which costs 
them millions of dollars annually. But now, with increases 


ENERGY SOURCES IN THE U.S. in steel pipe and construction costs, it is even more impor- 


INDEXES 1941 =100°% tant that the best pipeprotection possible be used. 
BASED ON ENERGY CONSUMED 








SPI coated and wrapped pipe lasts longer because 
NATURAL 323% | PETROLEUM it is processed under ideal conditions in temperature con- 

GAS 199% trolled buildings, with steel grit cleaning, and complete 
absence of dirt and moisture when the coatings and wrap- 


































































































x 100% pings are applied. 
"e The coating and wrapping cost is only a small part of 
bend Lak the original cost of the pipe line. For the best pipeprotection 
941 1935 vossible, call on Standard Pipeprotection Inc. _ 
ry 
; WATER POWER . a 
COAL ifs 
| WA _— 
| 100% 12% 100% THROUGH 
n FREIGHT 
4 0- | 1941 1955 1941 1955 RATES AT 
"ll : SOURCE: AMERICAN GAS ASSOCIATION TH t ST. LOU ! Ss 
istrial GATEWAY 


Consumption of natural gas in 1955 was more 
YIN ec thon 10 quadrillion Btu of energy, over 23 per- 





Phi ns cent of the nation’s total energy consumed and ra 

e wil 'riple its use a little more than a decade ago. & 

a 0 This amount of energy is sufficient to make 265 - e e 

a million automobiles or the total United States ; standard pipeprotection s7eac. 
mz tic output of cars for 41 years at the present rate 


Fpl 3000 SOUTH BRENTWOOD BLVD.- ST. LOUIS 17, MISSOURI 
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New LITERATURE 


FOR THE GAS 


UTILITY INDUSTRY 





Bill Analysis. A service to improve the 
speed and accuracy of rate analyses for 
utility companies is described in a book- 
let entitled, “The One Step Method of Bill 
Analysis.” Booklet describes firm’s serv- 
ices for utilities in analyzing bills for rate 
cases. Recording and Statistical Corpora 
tion, 100 Sixth Avenue, New York 13 
New York. 


Unit Heaters. A line of self-contained, 
automatically controlled, vented unit 
heaters having integral means for circulat 
ing air, either by propeller fan or centrifu 
gal blowers, is now available from Peer 
less Manufacturing Corporation. The units 








ON “307 Pip 
E 


HM 


because H&M Model 
cifically for the 26” to 30” 
— at lower cost. 


MODEL 


“paying for the butcher’s thumb” 
when you use oversized equipment on 30” 
pipe cutting and beveling operations! — 
30” is designed spe- 
range of pipe 


range in size from 50,000 to 200,000 Btu 
per hour input and can be used with natu- 
ral, mixed, manufactured, and LP-gases. 


Peerless Manufacturing Corporation, 


Louisville 10, Kentucky 


Domestic Gas Meter Bulletin. A new 24- 
page bulletin covering entire domestic 
meter line has been issued by Rockwell 
Manufacturing Company describing for 
the first time all four Rockwell single-joint 
meters, including the recently introduced 
250” and “310.” Meter and Valve Divi- 
sion, Rockwell Manufacturing Company, 
400 North Lexington Avenue, Pittshurgh 
8, Pennsylvania 
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WRITE FOR ILLUSTRATED 
BULLETINS ON THE 
COMPLETE H & M LINE 


The increasingly widespread use of 30” 


pipe on gas transmission 


lines 


demands 


specialized equipment for greater savings, 


more speed and efficiency. 


So, H&M now offers its Model ‘30”, built 


on the same split-gear principle as all H&M 
machines, and with the same lightweight but 
rugged construction, with same ease of oper- 
ation and economy in both field and shop. 


PIPE BEVELING MACHINE CO. 


311 THIRD ST. © TULSA ° 


Diamond 3-0241 





New Blended Flame Unit. Hauck Mar 
facturing Company has developed an 
fective means of utilizing excess air, up 
to 1000 per cent, to insure complete fue 
combustion and obtain better circulati 
of heat at temperatures of 400 to 1800 
in industrial furnaces, ovens, kilns a 
other heat processing equipment. The 
Blended Flame Unit consists of a cast iron 
mounting head and plenum chamber with 
inlet for blending air, burner mounting 
bolts, and a refractory ignition tile within 
a Stainless steel shell. Hauck Manufactur 
ing Company, 124-136 Tenth Street 
Brooklyn 15, New York. 


“BJ” Gas Oven Control. A bulletin de- 
scribing Model BJ, a combination gas cock 
and oven thermostat, featuring “one-dial” 
operation, is now available. It provides 
the manufacturer with useful information 
concerning the operation and installation 
of the control. Cutaway and general views 
and diagrams show dimensions and specifi 
cations in detail. Bulletin RT-778, Robert 
shaw-Fulton Controls Company, 110 East 
Otterman Street, Greensburg, Pennsyl- 
vania. 


Full Flow Valve Bulletin. A new 4-page 
bulletin dealing with eight types of Cop- 
pus Sentry Full Flow valves is now avail- 
able from Coppus Engineering Corpora 
tion. Details on the design, function, and 
specifications of these valves are included 
in the bulletin. Coppus Engineering Cor 
poration, Worcester 2, Massachusetts. 


Research Bulletin on “Heat Application 
to Gas Fired Portable Deck Bake Ovens,” 
presents baking and other performance 
characteristics of several contemporary 
direct-fired muffle and semi-muffle deck 
baking ovens. It compares these results 
with those obtained during: Direct-fired 
oven operations with increased hot gas 
turbulence in the baking deck, and opera 
tion of all ovens studied with greatly re 
duced rates of excess air flow. A brief 
study of pre-mix power burner applica 
tion to a direct-fired oven is also reported 
Research Bulletin 73, $1.50, America 
Gas Association Laboratories, 420 Lexing- 
ton Avenue, New York 17, New York. 


Pipe Locators-Leak Detectors: The new 
1957 Fisher Utility catalog of M-Scope 
electronic instruments for utilities is now 
available. Included are the well Known 
M-Scope Pipe Finders, two new transistor- 
ized leak detectors, a completely new line 
of transistorized corrosion control instru- 
ments, and water well testing equipment 
Fisher Research Laboratory, Inc., 1961 
University Avenue, Palo Alto, California 


New ASA Standard. The American Stand- 
ards Association has published a new 
American Standard on gas-fired room 
heater requirements. The new require- 
ments were developed under the sponsor- 
ship of the American Gas Association 
working through the procedure of the ASA 
The publication lists basic standards for 
safe operation, substantial and durable 
construction, and acceptance performance 
of gas-fired room heaters. 

Development and revision of the sta 
ard dealing with gas-fired room heater 
done by an ASA sectional committe 
sponsored by the AGA with represer 
tion from gas appliance manufacturers. 
gas utilities, insurance interests, gove 
ment agencies, architects, building, plur 
ing and heating contractors and consur ie! 
groups. ASA Z2/.11-1956, America! 
Standards Association, 70 East 45 Str 
New York 17, New York. 
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I: dustrial Radio Systems Registry. The 
1\57 official Registry of Industrial Sys- 
1s, revised annually from FCC records 
ait Washington, D. C., is now available for 
use by company officials, radio supervi- 
sc’s, and communication engineers. Part 
| ists all sysiems in the low-power indus- 
tral, special industrial, forest products, 
p.wer utility, petroleum and gas, relay 
press, motion picture, and VHF maritime 
sevices. Part 2, added this year for the 
first time, lists the licensees according to 
the transmitting frequency employed. 
5.00, Communication Engineering Book 
Company, Monterey, Massachusetts. 


wn 


Corrosion Control With Tape. New, eight 
page, illustrated booklet describes the use 
of Trantex poly vinyl tape for covering 
and protecting pipes, valves, and metal 
surfaces against corrosion both above and 
below ground. Complete with illustrations, 
technical data, characteristics, and per- 
formance specifications, the descriptive 
text, drawings, and photos provide prac- 
tical information to help users determine 
their own tape application. Johns-Manville 
Dutch Brand Division, 7800 South Wood- 
lawn Avenue, Chicago 19. Illinois. 


GENERAL 
CONTROLS 


COMBUSTION 
CONTROLS 
and 
INSTRUMENTS 





Combustion Controls Catalog. A new 
single source of information catalog cover- 
ing a complete line of a’:omatic controls 
and instruments for the combustion indus- 
try, has been compiled by General Con- 
trols Company. The catalog covers: Auto- 
matic draft control instruments and actua- 
tors; solenoid, diaphragm and motor-op- 
erated valves for oil, gas, steam and water; 
and time switches, relays and oil burner 
primary controls. General Controls Com- 
pany, 801 Allen Avenue, Glendale 1, Cali- 


fornia. 





Anniversary Lubricated Plug Valve. The 
40th anniversary of the invention of the 
lubricated plug valve has been commem- 
orated in a colorful, 20-page edition of 
lhe Flow Line, a Rockwell Manufacturing 
Company publication. It describes how 
sven Nordstrom, a young Swedish engi- 
heer, invented the lubricated plug valve 
after his battle with a frozen plug cock 
ended with a bent wrench and the plug 
still immovably stuck.Published by Rock- 
well Manufacturing Company, with which 
the Nordstrom interests became affiliated 
n 1933, the special issue contains a num- 
der of pictures of early Nordstrom installa- 
lions, that are still in service. Rockwell 
Manufacturing Company, 400 North Lex- 
ngton Avenue, Pittsburgh 8, Pennsylvania. 


Sidecrane-Backfiller-Tamper. The Cleve- 
and 80W is the subject of a new 12-page 
‘wo color bulletin published by The Cleve- 
and Trencher Company. A fast efficient 
dackfiller, the one-man-operated 80W is 
also a highly usable pipelayer and side- 
crane with a 30,000 ft-lb capacity. The 
Cleveland Trencher Company, 20100 St 
ir Avenue, Cleveland 17, Ohio. 


if 














Industrial Furnace Bulletin. A new 8- 
page two color gate-fold catalog describ- 
ing 27 standard rated surface heat treat 
furnaces, is available from Surface Com- 
bustion Corporation. This new bulletin 
illustrates the large variety of Surface 
standard equipment for all types of in- 
dustrial heating applications, from small 
laboratory furnaces to large continuous 
brazing furnaces. Bulletin SC-175, Surface 
Combustion Corporation, Toledo 1, Ohio 


Single Port Burners. Design essentials of 
single port gas burners for optimum per- 
formance are developed in Research Bulle- 
tin No. 72, “A Study of Single Port Gas 
Burners,” published by the American Gas 
Association Laboratories. Included in the 
bulletin is information on the effect of 
design factors and application on lifting, 
vellow tipping, and flashback of flames, 
as well as on primary air injection char- 









ments — years of operation in the field through a complete 
range of operating conditions have proved not only their 
superiority but their durability. With parts so precisely ma- 
chined for each model that they are completely interchange- 


able. The accuracy you require in performance is assured. 


Dead Weight or Spring Type, with or without Mercury Seal, or Dead Weight Safety 
Seal or diaphragm operated relief valve. All working parts are so accessible as to 


be interchangeable without removal from pipe line. 


Dead Weight or Spring Type, with or without Mercury Seal, or Dead Weight Safety 
Seal or diaphragm operated relief valve. All working parts are so accurate as to 


permit complete interchangeability in shop 


For horizontal or vertical connections, with or without removable valve pocket. Avail- 


able with either Spring or Dead Weight adjustment. With or without Mercury or Dead 
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Reynolds Service Regulators are built to meet specific require- 


Weight Safety Seal or diaphragm operated relief valve. 


New Literature 











acteristics and noise of extinction. In 
addition to performance characteristic 
curves of single port burners, other factors 
such as flame target design and burner 
temperature are included in the builetin. 
Laboratories’ Research Bulletin No. 72, 
$2.00, AGA Laboratories, 1032 East 62nd 
Street, Cleveland 3, Ohio. 


1957 Technical Data Catalog. New revised 
catalog of Lefax Technical Data Books 
is now available from Lefax Publishers. 
These pocket size reference books cover 
every branch of engineering, for use by 
engineers, technical workers, students. 
teachers and practical men. Each book 
has approximately 140 pages of authori- 
tative data including current advances. 
conversion table and general information. 
Lefax Data Books sell for $1.25 each. For 
FREE catalog write: Lefax Publishers, 
Philadelphia 7, Pennsylvania. 
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stilt >type 298i 














has been added!! 
gas regulator 


The Fisher Type 298 which for so many years has been 
the gas regulator for district and industrial gas regu- 





lator service, now has these important improvements— 


Now —A travel indicator* that shows valve position 
at all times, yet no stuffing box or friction causing seal 
is required. Note indicator is enclosed in glass away 
from dirt and weather. Glass tube is protected with 
rugged brass cap making glass breakage highly un- 
likely. 


*(Optional equipment available at slight extra cost) 


Now-a specially constructed tapered locknut on 
stem connection that refuses to let go—no possibility of 
inner valve spinning under high gas flows. 


Now —steel diaphragm casings of modern design for 
additional safety and adequate stroke for valves of all 


sizes. 


And, the same reliable loading pilot and 
the other features that have made the 298 
so popular among gas men are included in 
the new Type 298T. Write for Bulletin 









GOVERNOR COMPANY 
VIA WOODSTOCK, ONTARIO 


INBRESEARCH FOR BETTER GAS PRESSURE CONTROL 
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LONE TAR LINE PO! ites 


Ra, Star electrie weld line pipe has 
uniform wall thickness in every joint. Quick, accurate field- 
joint line-up and outstanding weldability . . . plus easy-to- 
bend characteristics ...mean faster construction schedules. 
Plus value: year-after-year of trouble-free service. 


Lone Star API line pipe, casing and tubing... made in 
Lone Star’s ultra-modern plant...are quality-controlled 
from mining of the ore through the fine, finished products 
in the pipe mills. Lone Star is a completely integrated opera- 
tion ... dedicated to serving the oil and gas industries. 


Neighbor, wherever you are, specify 
Lone Star and we both get a good deal! 


STEEL 


Per 


co mM PAN FY 





EXECUTIVE -SALES OFFICES 

W. Mockingbird Lane at Reper « P. ©. Box 12226 e@ Dallas, Texas 
DISTRICT SALES OFFICES 

Houston, Texes Midland, Texas Sean Antonio, Texas 

Tulsa, Okichoma | Wichita Falls, Texas | Shreveport, La. 


New 
= QUIPMENT 


FOR THE GAS UTILITY INDUSTRY 





Pipe Wrap. Tape extruded of Tenite poly 
ethlene is an advanced modern medium 
for impeding pipe corrosion. The poly- 
ethlyene material, Safe-T-Clad Tape, per 
mits little or no moisture absorption or 
penetration. It resists electrolytic attack 
and microbiological deterioration, and 
does not leach out when buried in the 
earth. Users are the petroleum industry, 
utility companies, bleacheries, soap and 
detergent manufacturers, chemical com- 
panies, and the plumbing trade. F. O. § 
Industrial Tape Division, The Seamless 
Rubber Company, New Haven 3, Con- 
necticut. 


Backhoe-Loader Combination. Shawnee 
Manufacturing Company has announced 
that its loadmaster loader Model LM-3A 
and its Model D-90 “Chief” backhoe have 
been tested and approved for mounting 
on the International-Harvester W-400 in- 
dustrial tractor. The loadmaster lifts 3500 
lb to 9 ft dumping height; has double 
acting hydraulic cylinders and chrome 
plated rods. The unit installs or removes 
in 20 minutes. “Chief” backhoe digs effi- 
ciently to 14 ft with an acwal reach below 
surface of 15 ft. It reaches horizontally 
20 feet and has exclusive “push-pull” 
design. The “Chief” operates in three 
120 deg quadrants which may be changed 
by the operator without moving from 
his seat. Shawnee Manufacturing Com 
pany, Inc., 1947 Topeka Avenue, Topeka, 
Kansas. 


samoren wi | 

CABLE —/ 
Hot Water Heater Controls. “Self-Ener- 
gizing” Controls, providing uninterrupted 
service in case of power failure, are no 
available with the complete line of Hydro- 
therm gas hot water boilers. On gravit 
system conversions where no circulator °s 
necessary, the “S-E” Control requires 1 
wiring other than the thermostat conne 
tion. With the high mv (750 mv) ger- 
erated by the “S-E,” the thermostat m: 
be as much as 30 ft from the Hydrother:1 
with No. 18 gage wire. Greater distanc 
may be achieved with heavier gages <! 
wire. Department G., Hyurotherm, Ini 
Northvale, New Jersey. 


AMERICAN GAS JOURNAL, February, 195 








<r +4 
= ’ | 
Jag 


a’ 


cad 


Descriptive 
literature 
and price 
'r‘ormation 
is yours for 
the asking 


SERVICE BODIES 


THAN ANY OTHER MAKE 


HERE’S WHY! Powers-American builds fine service bodies... 
them to last. 

Powers-American can furnish the just right body for any service job 
standardized for greatest economy ...modified-standard, to fit individual 
job needs . . . custom-made, to meet specific operating requirements. 


and builds 


Whether you have one truck or the largest fleet... you'll find it worthwhile 
to get details from Powers-American next time you need service bodies for 
your operation, 





SERIES 44 Bodies...in 75”, 90”, and 104” lengths... are designed for service 
work in any phase of the utility industry. Equipped with bins, racks, material hooks, 
and adjustable shelves. Available with optional items to fit individual work needs. 


UTILITIES EXPECT MORE FROM “*POWERS) Uf 


as chi 


McCABE-POWERS 
AUTO BODY COMPANY 


5900 NO. BROADWAY + ST. LOUIS 15, MO. 


625 CEDAR ST. - BERKELEY 10, CALIF. 


SERIES 350 Bodies have an 
under-floor winch, a fold-over 
derrick, and an extension ladder. 
Compartments are equipped to 
carry a variety of service tools, 
parts, and materials. 





SERIES 25 Bodi 

able in standard models 
oer =a 
telephone, el 


SERIES 441 Bodies have same 
construction features as Series 
44 Bodies described above .. . 
plus a shelf-equipped super- 
structure, available with or 
without r: 


A Sf 


eee = 
Cae. . 
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SERIES 450 Bodies, designed 
for light duty construction and 
maintenance work, are equipped 
with a revolving aerial ladder, 
an underfloor winch, and an 
easy-to-use derrick. 














New Equipment 





Engineers’ “Erector Set.” An ingenious 
new method by which industry, selecting 
from 75 mass-produced “building block” 
metal cabinet enclosures and working with 
125 different sub-parts, can work up in- 
finite varieties of cabinets to house instru- 
mentation, automation, electronic, and 
electro-mechanical equipment, has b2en 
announced by Elgin Metalformers Cor- 
poration. 

Proving a flexible system for product 
and design engineers to use, the plan is a 
new concept in metal cabinetry. EMCOR’s 
“engineer’s erector set” is composed of 
sub-parts pre-fabricated by assembly-line 
methods. By drawing parts out of stock, 
finished cabinets in wide varieties of 
shapes, sizes and models can be con- 
structed by screwing together different 
tops, backs, sides and fronts to the basic 
modular steel framework skeletons. Air- 
plane-type construction is used in the 





PIPE STOPPERS 
OF ALL KINDS 


SAFETY 
GAS MAIN 
STOPPER 


CO. 
INC. 


523 Atlantic Avenue 
Brooklyn 17, N.Y. 


Cable Address: GASTOPPER, N. Y 











skeleton frames. Panel mounting holes are 
punched automatically in long sections so 
that the entire interior of the frames are 
ready to take endless varieties of “skins.” 
Forty different types of panels, four dif- 
ferent size drawers ranging from 7 to 14- 
in. high and 16-in. deep make up the 
component parts which can be fastened 
to the frames. Units may be stacked on 
top of another or assembled in combina- 
tions. Elgin Metalformers Corporation, 
630 Congdon Avenue, Elgin, Illinois. 


Pipe Threader. Small ratchet pipe thread- 
ers manufactured by The Toledo Pipe 


Threading Machine Company have been 
modified for an improved appearance and 
added utility. The dies and handle of the 
threader have been finished in a rifle-bar- 
rel rust resistant finish that is both smart 
and functional. Manufacturer claims in- 
stant die change for this tool. Pull the pawl 
and the die drops out. Dies are changed 
instantly from Ys-in. to 2-in. sizes. The 
Toledo Pipe Threading Machine Com- 
pany, Toledo, Ohio. 


Vermeer Ditchers. The Vermeer Manu- 
facturing Company has announced re- 
cently a new model, W-2 Pow-R Ditcher. 
This unit is the smallest of the Vermeer 
ditchers and has been developed to answer 
the need for a narrow, shallow ditch in 
the gas service ficld. It has a digging width 
of 24%-in. to 4-in. wide and will dig to a 
36-in. depth at a speed of 1 ft to 10 ft per 
minute. Its overall length is 10 ft, overall 
width 48 -in. The unit stands only 51-in. 
high and weighs 1100 Ib. The unit has 
four-wheel drive for both digging and 
transporting. Vermeer Manufacturing 
Company, Pella, lowa 


Turbo Blowers. A new line of turbo blo. 
ers for supplying air to gas and oil burn 
has been placed on the market by Hai 
Manufacturing Company. Blowers p 
duce constant, dependable air press 
throughout a broad range of volume wi 
out pulsations, surgings, or vibration 
Their flat pressure performance cur 
makes them particularly desirable for air 
fuel proportioning burners. Sizes from 2 
cfm at 8 oz pressure to 2650 cfm at 24 0; 
pressure. Hauck Manufacturing Company 
124-136 Tenth Street, Brooklyn 15, N 
York. 


Aluminum Rolling Doors contribute ma- 
terially to compact design and easy access 
to tool and equipment compartments of a 
service truck. The doors are counterbal 
anced to roll to the extreme top of opening 
with only finger-touch pressure. Extruded 
aluminum slats are 15/16-in. wide, and 
interlock to combine positive water shed- 
ding ability with free coiling action. Spe- 
cial end-locks maintain constant align 
ment. “Alumilited” finish provides lifetime 
corrosion-resistant finish requiring no 
painting or other maintenance. The Cook 
son Company, 1525 Cortland Avenue, Sar 
Francisco 10, California. 


Any time, any place 


SOMERVILLE 


is ready to complete your 
next job with speed 
and efficiency. 


SOMERVILLE CONSTRUCTION CO. 
Ada, 4\ Michigan 


de . _ 
SIGN OF ( & )DSATISFACTICN, 


TRANSMISSION Yy DISTRIBUTION 
LINES SYSTEMS 
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P essure Gage Testers. To cover the wide 
ge of oil and gas pressure gages from 

» 6000 psi, Amthor Testing Instrument 

( mpany is now making Dead Weight 
p. essure Gauge Testers available in multi- 
p| piston models to allow low pressure 
high pressure testing in small incre- 

nts. Changeover from low to high 
ssure testing is thereby simplified and 
1e without tools. Amthor Testing In- 
srument Company, Inc., 45 Van Sinderen 
{yenue, Brooklyn 7, New York. 


laper Face Flange. The recently intro- 
duced Tube-Turn 125 Ib taper face livht 
weight welding 
neck flange of- 
fers important 
technical and 


cost advan- 
tages where 
the lighter 


schedule of 
pipe must be 
connected to 
125 Ib = cast 
iron valves and 
other equip- 
ment. Manu- 
factured by 
Tube Turns, division of National Cylin- 
der Gas Company, the flange overcomes 
two difficulties: Its tapered face causes 
greater pressure to be exerted near the 
bore thereby eliminating the usual prob- 
lems met in obtaining a leakproof seal. 
Strain gage tests have shown that the new 
flange can be safely bolted to cast iron 
or semi-steel flanges. Also, hydrostatic 
tests indicate that when the new flange 
is properly employed the joint is capable 
of withstanding approximately three times 
the pressure it could contain if the taper 
were Omitted. The new flange is rated at 
125 lb for water, oil and gas service. It 
matches 125 Ib cast iron flanges and 
valves made to ASA BI16.1, and the bolt 
circle and drilling are the same as em- 
ployed for ASA 150 Ib standard steel 
flanges. Tube Turns, 224 East Broadway, 
Louisville 1, Kentucky. 








Regulator Offers Greatly Increased Relief 
Capacity. A new light-weight, internal- 
relief service regulator with almost double 
the relief capacity of previous service 
regulators has been introduced by Rock- 
well Manufacturing Company. Available 
with die-cast aluminum upper and lower 
diaphragm cases, the new “143” regulator 
combines light weight with the advantages 


of 360-deg swivel design and a number 
Of safety and operational features incor- 
porated for the first time in a service 


regulator. Relief capacity of the “143” 
'S approximately 3000 cu ft per hour with 
Outlet pressures of one pound or less— 
nearly twice the relief capacity of previous 
regulator. Rockwell Manufacturing Com- 
pany, 400 North Lexington Avenue, Pitts 
hurch 8, Pennsylvania 


Safety Broiler Valve. The Harper-Wyman 
Company has recently announced a new 
boiler valve 
with a “built- 
in” automatic 
safety pilot for 
gas ranges. 
Body of the 
unit is one- 
piece alumi- 
num die cast- 
ing machined 
to close tolerances. The boiler valve pro- 
vides 100 per cent safety shut off with 
full control on the front of modern gas 
ranges. Resetting is a simple operation 
accomplished by pushing in the handle 
and lighting the pilot. Valve locks in “off” 
pesition as an extra safety feature. The 
new unit is available with or without 
the Hi-Low valve and 100 per cent shut- 
off feature. The [fa r-Wyman Com- 
pany, 8550 Vine Chicago 20 
Illinois. 


Pipe Wrapping Machine. A light-weight 
compact, powered pipe wrapping machine 
is announced by Plicoflex. Called the 
“Speedmaster.” it is desiened to be operat- 
ed by one man. One of its outstanding 
features is that it may be operated at any 
angele or slope at which the envine will 
draw fuel. The Speedmaster will wrap 
pipe 2-in. throuch 6-in. in diameter. Plico- 
fiex, Inc., 1566 East Slauson Avenue, Los 
Angeles, California. 





CHAECS 


Quick-Change Trencher Teeth. A new set 
of 60 points in 30 min is now possible 
throuch the use of Esco trencher teeth 
and Esco bases. With this combination the 
only tool required to change trencher teeth 
is a ball peen hammer. Electric Steel 
Foundry Company. 2141 N. W. 25 Ave 
nue, Portland 10, Oregon. 

Shut-ONff Valve. Watts Reeulator Com- 
panv has announced a new gas shut-off 
valve, Model No. 500, that provides pro- 
tection against overheating water in the 
domestic hot water supply system by 
automatically shutting off the gas supply 
in the event that water temperature 
reaches 210 F. No. 500 must be manually 
reset in order to resume heater service. 
This serves as a warnine of malfunction- 
ine of the normal operating controls. The 
self contained device operates ind«p-n- 
dently of all other operating controls. 
Watts Regulator Company, Lawrence 
Massachusetts. 

Low Cost Trencher. A one-man operated 
trencher for gas lines. reauirine minimum 
backfill. has been introduced by Brown 
Manufacturing Companv. Mounted on 
rubber, the trencher will not harm lawns, 
cuts trenches 3-in. wide up to 5'4-ft deep. 
4-in. wide up to 34-ft deep, 6-in. wide up 
to 2144-ft deep: and will cut through tree 
roots. Brown Manufacturing, Inc., Dept 
BT, Woodbine, lowa 


Meter Parts. Two new products for small 
meters have been added to the line manu- 
factured by Lancaster Meter Parts Com- 
pany. A new complete main movement 
assembly includes the valve crank, lower 
tangent, and adjustable diaphragm links 
assembly. It can be quickly installed and 
assures a perfectly centered drive shaft 
Diaphraem links can be easily adjusted 
so the “in” and “out” stroke can be divided 
for correct balanced stroke of both dia 
phraems. 

New Complete Index Drive Assembly 
features adiustable worm axle dog and 
qualitv hard metal parts for lonver wear 
The brass worm axle dog can be raised 
or lowered for correct positioning on the 
valve dome. Lancaster Meter Parts Com 
pany, P.O. Box 378, Lancaster, Ohio 
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New Equipment 





Wheel and Crawler Industrial Line. The 
J. I. Case Company has unveiled a new 
line of industrial wheel tractors, Terra- 
Trac crawlers, and earth-moving equip- 
ment, which will spearhead Case’s entry 
into heavy construction, roadbuilding, 


mining and logging, as well as the light 
residential and commercial building fields. 





The new line includes three separate 
equipment packages: Industrial utility 
wheel tractors with matching equipment: 
larger light construction wheel and track- 
type units specializing in residential and 
commercial building: and heavy construc- 
tion and roadbuilding equipment. 

The line covers 20 gasoline and diesel- 
powered tractors, ranging from 40 to 80 
hp in rubber-tired equipment, and up to 
100 hp in crawler models. 





Most spectacular units in the line are 
the heavy-duty models 800 and 1000 in 
the 80 and 100 hp class that incorporate 
new counter-rotating Terramatic power- 


shifting transmission, torque converter 
drive, “non-stop” forward and reverse 
speeds, foot or hand-operated hydraulic 
controls and power brakes that are de- 
signed to practically double crawler trac- 
tor working speeds. J. 1. Case Company 
Racine, Wisconsin. 


Tank-Mounted Compressor. New 5 hp 
tank-mounted rotary compressor for gen- 
eral industrial applications has been an- 
nounced by Davey Compressor Company. 
Known as the Davey Hydrovane, the unit 
has a displacement of 21 cfm, is directly 
connected to an 1800 rpm 5 hp electric 
motor, and is available with modulation. 
Start-stop, or combination modulation- 
stop-start control as desired. Maximum 


- working pressure is 200 psi for continuous 


operation. For intermittent use, compres- 
sors mav be operated at 250 psi. Units 
are available with either horizontal or 
vertical air receivers (tanks). Davey Com- 
pressor Company, Kent, Ohio 


Trencher. The Everett Trencher has ac- 
quired a new stage of adaptabilitv. For- 
merly made for use only with Ford or 
Ferguson tractors. this trenching machine 
is now also available to owners of Massey- 
Harris Tractors. The Everett Trencher 
Model 60 digs clean smooth trenches down 
to 5 ft deep and as fast as 300 ft an hour 
Earth Equipment Corporation, 2036 Sac- 
ramento Street. Los Angeles 21, Cali- 
fornia 
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FAST, LOW. COST WAY 
TO INSTALL PIPE 


push it under streets, roads, 
tracks, lawns with a timesaving 


GREENLEE HYDRAULIC PUSHER 


Speed underground piping jobs this way 
Greenctee Pusher is one-man-operated (by 
hand or with power pump), portable, simple 
to set up and use. No tearing up of pavement, 
floors, 


lawns . . . does away with extensive 


ditching, tunneling, backfilling, repaving. 
Greener Pusher cuts job time to a fraction 


. often pays for itself on first job. 


Two feet per minute average pushing time 
GREENLEE Pushers are available in two sizes: No. 790 for 
to 4” pipe . . . No. 795 for pipe over 4”, concrete sewer f 
large ducts. Average performance of No. 790, shown abov 
with power pump, two feet per minute. Write for literat 


an: ENLEE 


GREENLEE TOOL CO. 


2422 Columbia Avenue ¢ Rockford, Illinois 
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Water 
or gas 
VALVE BOX 
LOCATOR 


vw AQU 
dF. 


Cin., Ohio 


Your Name 
In Gold 


One on EVERY . 
SERVICE CAR! a 
e NATION'S MOST WIDELY USED LOCATOR! 
eNO WIRES, BATTERIES or SWITCHES 
simple, powerful magnetic action, 
factory adjusted for YOUR geographica 
tocation. 


eNO NEEDLE SPINNING— exclusive electri 
braking action. 

e TOP VIEW READING—No stooping. 

e RUGGED, COMPACT, ACCURATE, 

CONVENIENT! 

e GUARANTEED—to function regardless 
of surface or ground cover. 

e@ 15-DAY FREE TRIAL—No money! No ob- 
ligation! You be the judge! 


ORDcR NOW — Wire or Call Collect for 
fastest delivery! PHONE: Kirby 1-4200 


AQUA SURVEY & INSTRUMENT CO. 


2022 Leslie Ave., Cincinnati 12, Ohio 





MAIN 
TREATMENT 
SERVICE 


os oO] CF. 5 O Can « Oe 
ao 2 @) OF.5 © Oak Om 
“WETALL” 

“FLUSHALL” 
“SEALALL” — Joint Sealing 
“SOLVALL”— Liquid Phase Gum 
“RUBBER CONDITIONER" 


— Hot Fogging 
— Cold Fogging 
— Dust Laying 


— Dust Removal 


= 
— Rejuvenating Rubber Gask@s 


“IRON HYDROXIDE” 


— Purification 


Pm ii. 
Serer 


} 


GAS PURIFYING 
MATERIALS 9. 


3-15 26th Ave., 
Long Island City, N. Y 
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Just the ticket 
for those INDUSTRIAL 
and COMMERCIAL jobs! 


f { 
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A compact seff-contained ecogomicg@l regulator He- 
4) 











signed to satisfy 90% of you promngercial and light 
~~ eA 


industrial regugator requirem@@ts. 
/ 
For distributiog use, it stepf%up the Pressure 


demand increasd to deliv, gas when yo ed it. 
For safe accurate regulation of large volume com- 
mercial or industrial services, use Model 461 as a 
monitor regulator with Model ‘1100’ as the control 
regulator. Most of the parts interchange. Both are 
compact, accurate and versatile. 


Bulletin 461 gives complete information. 
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MEG 
Cheolin-Tellon 


MANUFACTURING COMPANY 
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but it can be prowed... 


that sustained accuracy in Sprague Gas Meters 
over extended periods of service with a mini- 
mum of maintenance is the rule. Such proven 
performance can be consistently achieved 
only when quality materials and fine workman- 
ship are combined with simplified design to 
produce a product outstanding in its field. 


THE PAETER COMPANY 
BRIDGEPORT 4, CONNECTICUT 


WESTERN BRANCH FACTORY — LOS ANGELES 23, CALIF. REGIONAL OFFICES — DAVENPORT, IOWA HOUSTON 3, TEXAS SAN FRANCISCO 11, CALIF. 
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